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TODAY’S PICTURE 


In my own time in the life insurance busi- 
ness, | have seen a most tremendous 
change in the selling process. When | 
started in the business the job of selling 
life insurance was almost entirely the job 
of convincing people that life insurance was 
a good thing, and that they should have 
any of it at all. We had to point out why 
Savings Banks and Building Loan Associa- 
tions did not serve the same purpose that 
life insurance served. We had to convince 
people that it was safe. We had to make 
them understand why it was advisable for 
them to pay the higher rates which Legal 
Reserve life insurance required as distin- 
guished from the low rates offered by lit- 
erally thousands of assessment associations. 

Having done these things we had to re- 
sort to every type of sales pressure and 
artifice to in some way get a man's name 
on the dotted line, and get the policy in his 
possession. This was a necessary phase of 
life insurance development. The life insur- 
ance man of generations past did a won- 
derful job in mass selling; in convincing 
the American people not only of the sound- 
ness, but of the absolute necessity of life 
insurance. That job has now been done. It 
is rare to find an individual who says he 


If you would like a copy of this entire speech, write for the booklet "A Career 
or, if you are interested in other material which the Home Life 
has published in the interest of their Career Underwriters", you may have a 
copy of any of the following booklets: “Client Building Through Estate Planning"; 
"The Making of a General Agent"; “My Daily Dollars’; "Planned Estates’. 
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does not believe in life insurance. The 
temptation of most life insurance men, if 
they encountered such.a person, would be 
not to bother with him, but to go on to 
someone else who was less benighted. 

The problem confronting the life insur- 
ance man today is not just selling policies, 
but what kind of policies, the method of 
their payment and how to weld them into 
a comprehensive plan that will adequately 
meet the requirements of the client and 
his family. Developments in the last few 
years have involved matters of taxation, of 
the application of methods of settlement, 
of the relationship of life insurance to other 
assets of an estate, all of which require 
highly specialized knowledge. 

Because of this, the most successful life 
insurance men of today are not those who 
are the cleverest salesmen, who have the 
greatest reservoir of tricks of the trade, or 
who are the most insistent. They are rather 
those men who can bring to bear upon the 
problems of their clients the necessary clear 
thinking and expert knowledge, and there- 
row offer adequate solutions to their prob- 
ems. 





—James A. Fulton 
President, Home Life 
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— a year after the landing 


of the Mayflower in 1620, Governor 


William Bradford proclaimed the first 
Thanksgiving Day. The Pilgrims had 
built homes . . . stored their first harvest 
. .. survived the ever-present dangers of 
the wilderness. Even on their way to 
church, the Pilgrim Fathers had to be 


alert to protect their wives and children. 


In modern times, family protection 
usually means life insurance... to provide 
an income for living expenses and the 
children’s education when their father is 


iO21~ - ~£9FD 


no longer here to help. For fathers who 
want increased income protection while 
their children are growing up, as well as 
permanent protection for their wives, 
New York Life offers its new Family 
Income Policy. It gives you added pro- 
tection when you may need it most, with 
an option for a guaranteed life income for 
your retirement. Premiums for this 
popular new contract are not much 
higher than for Ordinary Life. Ask a 
New York Life representative to tell you 
about it... or write for our Family 


Income booklet. 













To our Policy-holders and the Public: Men 
risk their capital in business ventures that are 
necessarily of a speculative nature, but they want 
their life insurance to be secure against such 
financial uncertainty. In investing the assets of 
this company we have adhered to the principle that 
safety should always be the first consideration; 
nothing else is so important. Life insurance 
involves the future security and happiness of too 
many homes and families, wives and children, for 
us to pursue any financial course other than that 
which experience has shown to be the safest and 


most conservative. 
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Agency Officers-Research Bureau Meet 


Enlarged Bureau 
Program Outlined 


Dern Presents Plan to Give 
Extra Service to Special 


Contributors 


CONTINUE REGULAR WORK 





Directors and Executive Committee 
Want Special Studies Made of Com- 
pensating Agents, Advertising, etc. 





The program for expansion and modi- 
fication of work of the Life Insurance 
Sales Research Bureau, which the ex- 
ecutive committee is recommending, 
was outlined at the annual meeting of 
the bureau in Chicago by A. L. Dern, 


and chairman of the board of the Re- 
search Bureau. Several meetings of the 
board and executive committee were 
held during the year. 
Since this program of new activity 
was conceived, a number of companies 
have been approached on the idea of 
subscribing to a fund to be used to pay 
the expenses of such a program and a 
number of companies. have signified 
their desire to have the plan carried out. 


Subscriptions Voluntary 


Subscriptions will be voluntary. The 
regular work of the bureau will continue 
but if any company wants to pay extra 
it can get the new service. 

The executive committee has con- 
ceived several major problems on which 
they would like to get further informa- 
tion. He said the committee realized 
the work of the agency officer will never 
eliminate judgment but many problems 
can be attacked with more success if 
more facts are available. 

The first question mentioned by Mr. 
Dern was: “How can the agency de- 
partment tell what it can afford to pay 
for new business?” 

How much volume will contribute to 
or draw upon the company’s surplus is 
a vital question which cannot be ig- 
nored, Mr. Dern stated. Agency peo- 
ple are interested in the question of the 
Probable effects from year to year in 
the future from the sale of $1,000,000 
of business this year, under assumed 
expense, persistency, mortality and in- 
terest rates. They are interested in how 
changes in the assumed expenses, per- 
Sistency, etc., will affect the value of 
the business; how the value of business 
of different agencies ean be compared; 
and how much must be secured from a 
new agency to justify the expenses of 
Opening it; how much additional busi- 
ness must be secured from trained agen- 





Smith Asks Agents to Put 
Policyholders on Guard 





Although asserting he does not sug- 
gest that agents be mobilized to oppose 
tax levies, George W. Smith, in his ad- 
dress concluding the annual meeting of 
the Life Agency Officers Association in 
Chicago, expressed the belief that the 
agents, in their everyday work, “can 
contribute sanely and constructively to 
the national stability and permanence 
by emphasizing saving as against in- 
judicious, unwarranted spending—by 
urging our policyholders to plan for 
their future independence, rather than 
to lean on the government.” Mr. 
Smith is president of the New England 
Mutual Life. 

In the past, agents have been instru- 
mental in preventing the imposition of 
more onerous tax on_ policyholders. 
However, with the flood of appropria- 
tions of the various states as imme- 
diate background, he declared, it is pos- 
sible that new and increased levies may 
be proposed. 


Making People Tax-Conscious 


Policyholders and citizens generally 
should be made conscious of the fact 
that added tax impositions on insurance 
are inadvisable from the standpoint of 
the individual and the people as a 
whole. He said if the agents are tax 
conscious, they can make the policy- 
holders tax conscious. 

The tax payers’ associations that are 
being formed are proving an effective 
means of combating unnecessary ex- 
penditures, Mr. Smith declared. 

Because of the speed with which 
events have moved in recent years, the 
country does not realize the obligations 
that it has assumed. Appropriations 
have multiplied beyond any previous 
historical precedent. Public officials 
have used their imagination and ingen- 
uity to think of methods of spending 
that will secure for them a share in the 
federal appropriation—“and the public 
will bear the burden.” The method of 
paying back these obligations has been 
minimized. State after state has lost 
its sense of balance. Appropriations 
have been pushed through with reck- 
less unconcern. The public is not awake 
to its peril. 

Earnings Are Mortgaged 


The vast expenditures, according to 
Mr. Smith, will be largely borne by the 
poor man and white collar worker and 
they will mortgage the earnings of the 
average individual of this and future 
generations. 

“Death and taxes,’ Mr. Smith de- 
clared, “have always been synonymous 
in being inescapable, but taxes are go- 
ing to confront us all our lives with 
more and more force.” 

“We in the business of life insurance,” 
he declared, “understand that the fun- 
damentals that have made America 
great and that will make it an even 
greater power, are to encourage the feel- 





(CONTINUED ON LAST PAGE) 


personal responsibility in providing, 
through his own efforts, for the future 
of his dependents. Such a course brings 
happiness, gives a fillip to the art of liv- 
ing and a conscious strength. 

“Life insurance has been tested by in- 
flation and deflation. It has made a 
wonderful record which is widely recog- 
nized. It is an honorable business and 
every representative must feel a high 
sense of responsibility for making it en- 
dure in its preeminent position. 

“The security of the home will never 
be brought about through the promise 
of present or future government bene- 
fits, for they will take away the desire 
to create by one’s own effort.” 


Selection, Training Problem 


In the earlier part of his address, Mr. 
Smith declared that the problem of se- 
lection and training of agents has been 
co-terminous with life insurance itself. 
In the recent past, the subject has be- 
come even more important because the 
public has come to know more about 
life insurance and is demanding more 
from the agents. 

More successful training methods are 

(CONTINUED ON PAGE 8) 





Reelected 














W. W. JAEGER 


W. W. Jaeger of the Bankers Life of 
Iowa was reelected chairman of the ex- 
ecutive committee of the Sales Research 
Bureau at the annual meeting in Chi- 
cago and thus will be in charge of su- 
pervising inauguration of a broadened 
bureau service which the executive com- 





ing that the father of the family has a 





mittee conceived during the past year. 





Persistency Idea 
Keynoted at Meet 


Importance of Quality Business 
and How to Get It Is 
Big Topic 





AGENCY PEOPLE GATHER 


Record Attendance at Chicago—Hecld- 
erness Heads Agency Officers, 
Arnold Bureau Board 


The Research Bureau management 
has the faculty of keynoting its annual 
conventions. A motif is selected that 
epitomizes the composite thinking or 
perhaps subconscious ideas of the 
agency executive at the moment. This 
central theme is highlighted and 
brought into relief by the various speak- 
ers. The program is always decidedly 
integrated. 

This year at the Chicago meeting the 
importance of persistent, quality busi- 
ness was pointed up. Persistent busi- 
ness is profitable business. _ Profitable 
business is essential because investment 
profits are vanishing and taxes and 
other unavoidable expenses are increas- 
ing. Probable persistency can be pretty 
well measured by the persistency rating 
chart developed by the bureau. It can 
be used either as a basis for risk re- 
jection or as a means of guiding agents 
into proper prospecting paths. Good 
agents produce quality business, poor 
agents, poor business. Good agents are 
to be found among such and such a class 
and the longer it takes to recruit them, 
the better they are. The agency prac- 
tices agreement is the most progressive 
step in agency history. é 

‘That is a tabloid sketch of it. 

Attendance set a record with nearly 
300 registered. 


Sessions Are Divided 


Monday and Tuesday belonged to the 
Research Bureau; Wednesday to the 
Association of Life Agency Officers. 
They looked alike, though. 

The Research Bureau administrative 
machinery is complicated. There is a 
board of 15 directors, the terms of five 
expiring each year. The board elects a 
chairman and vice-chairmen and an ex- 
ecutive committee of five, which in turn 
elects a chairman. 

New Officers Elected 

O. J. Arnold, Northwestern National, 
is chairman of the board of the Research 
Bureau; G. H. Hunt Imperial Life, is 
vice-chairman. 

W. W. Jaeger, Bankers of Iowa, is 
new chairman of the executive commnit- 
tee of the bureau. Other executive 
committeemen are: O. J. Arnold, Frazer 





(CONTINUED ON PAGE 10) 
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Sales Training, Not 
Telling, Is Needed 


Manager Murrell Declares Practice 
Is Only Way to Acquire 
Skill 


RECOMMENDS REHEARSALS 


New Yorker Gives Valuable Tips in 
Talk Before Devitt Agency 
in That City 


NEW YORK, Nov. 14.—Telling men 
how to sell life insurance instead of 
training them so as to produce skill in 
selling is an error which has marked the 
business since its inception, Manager 
T. G. Murrell of the Connecticut Gen- 
eral Life in New York City told mem- 
bers of the F. H. Devitt agency of the 
Equitable Life of New York. 

Distinguishing between knowledge, 
which can be obtained through reading 
or listening, and skill, which comes only 
through practice, Mr. Murrell pointed 
out that a man could listen to Bobby 
Jones talk for hours about golf strokes 
and yet not improve his swing much 
until he got out and practiced. And the 
practice must be correct, he warned, for 
practicing an error merely perfects that 
error. 

Cites an Actual Case 


One of Mr. Murrell’s agents had 
worked out an excellent approach. Five 
agents who listened to it were enthusi- 
astic and readily agreed that they could 
use it to advantage. So the originator 
of the talk gave it again, and then Mr. 
Murrell asked the other five to present 
the same idea. It was pitiful. Then 
the man who had devised the approach 
wrote it out and the others learned it 
and rehearsed it. The result was a 
smooth and convincing presentation. 

His men were cool to the rehearsing 
plan at first, Mr. Murrell explained, 
feeling that it smacked too much of the 
canned sales talk. However, he re- 
quested only that they learn the pre- 
sentations thoroughly and then digress 

(CONTINUED ON PAGE 10) 





Seeks ‘‘Class’’ Producers 


With °**Class’’ Sales Plans 





Worthington Explains Objectives 
of Home Life in Planned 
Estates Program 





A conception of the well publicized 
planned estate program of the Home 
Life of New York as a method of at- 
tracting to the business high type men 
and of eliminating the unfit was pre- 
sented by W. P. Worthington, super- 
intendent of agencies of the Home Life, 
at the annual meeting of the Life 
Agency Officers Association in Chi- 
cago. 

He contended that the general sales 
plans of the business as a whole are not 
“tuned to the type of sale .representa- 
tive’ we are seeking.” 

The business, he contended, lowers 
the basic plans of)field operation to the 
level of the man the company happens 
to find rather than developing plans 
known to be sound which will attract 
the proper kind of man. He expressed 
the belief that the home offices through 
their lack of plans, have created most 
of-the sales resistance which the agent 
encounters. 


Eschews High Pressure 


The Home Life, he recalled, about 
two years ago started to build a plan 
designed to appeal to the type of man 
that was wanted. The company con- 
cluded that high pressure salesmanship 
prevailed beginning at about 1927 and 
became more intense during the depres- 
sion in an attempt to hold the line. The 
application of more and more pressure, 
the company felt, became obnoxious to 
the public and caused increased sales 
resistance. 

The high pressure methods appealed 
largely to the specialty salesmen who 
came in to “give the business a fling.” 

The Home Life termed its funda- 
mental selling principle: “Building a 
permanent clientele.” The idea was to 
have an agent gather around him a 
group of about 500 people who would 
have confidence in him, with whom he 
enjoys working and who are using life 
insurance in their plan. The agent was 
to be impressed with the fact that of 
that group there will always be enough 
at the buying point to provide him with 








adequate business. Client building, ac- 
cording to Mr, Worthington, is an en- 
joyable method of conducting a profit- 
able business. 

The problem is to get the confidence 
of 500 people and to decide what serv- 
ices to render them. 

The Home Life offers a free service 
called “Planned Estates.” It is estate 
building rather than estate analysis. It 
is applicable to both small and large 
buyers. The agent who uses the plan 
is enthusiastic, Mr. Worthington said, 
because he is writing prescriptions 
which, if filled and taken by his client 
will complete the client’s plan. 

With this central theme, the agency 
force is thinking along the same line, 
the recruiting of new men is more ef- 
fective and the training of new men is 
simplified and made more effective. 
Coaching by the general agent is more 
direct and effective. It is concerned 
with perfecting skill in the use of the 
universal sales plan. 


General Agent’s Personality 


“The right man doing the right 
things in the right way can make-a 
good living in this business under pres- 
ent day conditions,’ is the general 
theme for coaching and_ supervision. 
Every agency is talking the same lan- 
guage and agency building plans are of 
the same pattern, thus simplifying the 
work of the agency department. 

The agency department enjoys the 
full cooperation of the company. A bi- 
product is an increase in average sized 
policies and a better mortality. Sales 
promotion’ material can be directed 
along one line and better quality sales 
folders can be produced. The sights 
of the field force are raised to the level 
of the plan and the elimination of the 
unfit takes place almost automatically. 

Likely candidates can be moved to a 
“el field as general agents more read- 
ily. 
Without a definite company plan, ac- 
cording to Mr. Worthington, the sales 
plan of an agency is built very fre- 
quently around the personality of the 
general agent instead of around a sales 
principle. 

The Home Life, he said, made the 
mistake of undertaking to accomplish 
too much in the early stages. Twenty 

(CONTINUED ON PAGE 10) 





Staff Cooperation 
Under Discussio, 


Home Office Underwriters Stre 
Agency-Underwriting Tieup 
at Meeting 





HOLD NEW YORK SESSI0y 


Goodwin of Phoenix Mutual, How 
of Prudential Are Among 
Speakers 


NEW YORK, Nov, 14. — Stressing 
that the type or agent a company ap. 
points is closely tied up with the kin 
of business it will receive, Vice-president 
Howard Goodwin of the Phoenix My. 
tual Life told members of the Hom 
Office Life Underwriters Association 
that the underwriting department ca 
lend material assistance to the agency 
department in selection of field repre. 
sentatives. 

“Cooperation between these two de. 
partments in the training of new agents 
develops a knowledge on the part of the 
field representative covering the back. 
ground of underwriting procedure ané 
an understanding as to the importance 
of a satisfactory initial selection of risks; 
also the responsibility which the agent 
assumes in writing non-medical applica- 
tions,” said Mr. Goodwin. 

“Further, cooperation between the 
agency and underwriting branches is de. 
veloped through periodical analyses of 
each agent’s business. This gives the 
home office an opportunity for construc. 
tive review with managers and agents 
of the quality of the business written, 
both from the standpoint of grade of 
risks and probable persistency of re 
sulting policies. 

ae right type of agent who works 
with his home office associates through 
well-grounded understanding of under- 
writing requirements is not only a very 
valuable asset to his company but he 
also efficiently builds his own _ success 
and prosperity.” 

Associate Actuary Valentine Howell 

(CONTINUED ON LAST PAGE) 








NEW AND RETIRING OFFICERS OF TWO AGENCY 


BODIES 











H, M. HOLDERNESS 
At the Chicago convention this week, H. M. Holderness, Connecticut Mutual, 


. 





H. E. NORTH 


was advanced from vice-chairman to chairman of the executive committee of the 
Association of Life Agency officers. He succeeds H. E. North, Metropolitan Life. 


0. J. ARNOLD 


O. J. Arnold, Northwestern National, is the new chairman of the board of the 
Sales Research Bureau, succeeding A. L. Dern, Lincoln National. All are men 


A. L. DERN 


who take the keenest interest in agency problems. 
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Has Sound, Established Policy; Is 
Frank With Agents; 
Is Speedy 







ESSIONE gROME CLARK’S VIEWS 


il, Howel Union Central Man, in Address to 















me, Agency Officers, Advocates Free 
Publication of Rules 
~ Stressing Jerome Clark, vice-president of the 
pany aM union Central, in addressing the Life 
| the king Agency Officers meeting in Chicago, 
“President undertook to suggest what constitutes 
enix Mu, “good underwriting company” from 
he Home the point of view of the field force. 
SsOciationf/ Such a company, he said, must have 
ment canf/, sound, established underwriting pol- 
© agency MM icy, which is administered firmly and 
Id repre. without favor. A sudden shift or tight- 
ening in the underwriting policy is de- 
two de. moralizing. 
W agents The company should be frank, open 
rt Of the fi and above board with the agency organ- 
he back-M ization on underwriting matters. Such 
lure and—a course will make every agent under- 
Portance MM stand he is contributing to the mor- 
of risks; IM tality experience and will encourage him 
he agent MM to build and value a good reputation on 
applica- J quality of business with the underwrit- 
ing department. 
cen the Removing the Obstacles 
es is de- 
lyses off A good underwriting company will 
ives the— give the agent good service and try to 
onstruc- ff remove obstacles from his path. j 
- agents The agent wants to think that his 
written, fm underwriting department is following an 
rade off™ established policy, is pursuing a charted 
of re-(e course, free from fads and fancies, from 
undue optimism or from paralyzing 
) works fe Pessimism, impervious to special influ- 
through |e ences, and following a normal, steady 
under- § ¢volution. 
a very . It is all right, he said, for the agency 
but he @ “epartment to produce “new leaders” or 
success @ fads to give freshness and novelty and 


to abandon projects when they don’t 
work, but the underwriter cannot af- 
ford to indulge in fads for a year or 
two. 

Although every company must make 
exceptions to its rules now and then, 
Mr. Clark expressed the belief that the 
company’s reputation among the field 
organization as a good underwriting 
company will follow a minimum of 
such exceptions. The agent likes to 
feel that his company is slow to adopt 
a new rule, but when it does so it ad- 
heres to it. The agent likes to know 
that his company will not compromise 
on quality in order to get quantity. 


Finding the Soft Spot 


“If there is a soft spot in the home 
office organization, which will author- 
ze approval of doubtful cases,” Mr. 

tk remarked, “the agent will find it 
and make a pipe line to it. A good un- 
derwriting company does not have that 
kind of a soft spot.” 

The agent is the most potent under- 
writing force in the company. The 
underwriting departments rely heavily 
On the first selection that is made by 
the agent. If an agency force starts 
sending a steady flow of bad business 
and presents it in an unethical way, the 
underwriting department would be 
Powerless to prevent a rapid rise in 
mortality. 

In days gone by agent and home of- 
fice considered applicants on their in- 
lividual merits. The medical director 
relied on his medical technique and per- 
sonal experience. 

Since then underwriting has changed 





the 
men 





Recruiting Now 
Major Problem 
Holcombe Says 





The most acute problem during the 
year has been the increasing difficulty 
in recruiting new men and in making 
them succeed, according to John Mar- 
shall Holcombe, Jr., manager of the 
Sales Research Bureau, who addressed 
the annual meeting of his organization 
in Chicago. There has been an ample 
supply of candidates but a very small 
number of the kind that are wanted. 
There has been more frequent resort 
to financing. 

The twin problem is the difficulty of 
making a new man successful. The 
number of men earning even a bare 
living is small. The older agent is hav- 
ing a hard time, too. The agent who 
has paid for $50,000 or more in the first 
nine months of this year is a rare ex- 
ception. That circumstance forces a 
scrutiny of underlying conditions, Mr. 
Holcombe said. Unpleasant facts must 
be faced and significant questions must 
be asked. 

There has been a spirit of realism 
evidenced and this is refreshing and 
hopeful. There has been increased em- 
phasis on net rather than gross results. 

The most far reaching, potential 
agency event of the year is the agency 
practices agreement. That was a bold 
start. Mr. Holcombe said its creation 
and acceptance by 50 companies is the 
culmination of many years of evolution 
of the desire of an increasing number 
of home office executives and field men 
to reduce the business of undesirable 
agents and the recognition that the 
widest results can be obtained only if 
companies cooperate. 

The part time agent naturally stuck 








On the Job 














JOHN MARSHALL HOLCOMBE, JR., 


John Marshall Holcombe, Jr., secre- 
tary of the Association of Life Agency 
Officers, and manager of the Life In- 
surance Sales Research Bureau, was the 
man of the hour at the annual meeting 
of both organizations in Chicago this 
week. Mr. Holcombe has made a big 
success of the two enterprises and has 
ee about him a most efficient 
staff. 








out as an easily identifiable sort of un- 
desirable agent. There has arisen dur- 
ing the depression the idea that the 
business would be improved if such life 
insurance as could be written should 
(CONTINUED ON PAGE 24) 
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days of success. 


Independence Square 





Theodore Roosevelt 


That mighty hunter and masterful manager of men, 
President Theodore Roosevelt, said this in telling of a 
hunting trip in the wilderness: 


Day in and day out we plodded on. 
of long monotony in getting to the ground, and the days of unrequited 
toil after it has been reached, always far outnumber the red-letter 
But it is just these times of failure that really test 
the hunter. In the long run, common-sense and dogged perseverance 
avail him more than any other qualities. 
give up, but hunts steadily and resolutely through the spells of bad 
luck until the luck turns, is the man who wins success in the end. 


“Hunts steadily and resolutely through the spells of 
bad luck until the luck turns”—how perfectly this success 
formula fits the life underwriter today! 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


In a hunting trip the days 


The man who does not 


Philadelphia 











|Make Agency End 
Produce Interest 


Should Be Held to Strict Account- 
ability, Just as Investment 
Department 


E. A. OLSON GIVES VIEWS 


Mutual Trust President Asserts Agency 
Department Is Largest Single In- 
vestment in Company’s Portfolio 


The most important aspect and in 
most companies the largest single in- 
vestment in its portfolio is the agency 
department, President E. A. Olson of 
the Mutual Trust Life of Chicago as- 
serted in his address before the Life 
Agency Officers meeting in his home 
city. 

The disappearance of excess interest 
earnings, he said, is focusing on profits 
instead of volume and has caused the 
companies to look to their agency de- 
partment for more efficient, more eco- 
nomical and higher grade work. 

Assuming that the net interest earned 
today is 4 percent as compared with 6 
percent previously, a company with 
$25,000,000 assets is now earning $500,- 
000 less than it did five years ago. The 
question is where the difference is to 
be made up. The investment depart- 
ment is powerless to increase interest 


income. 
Forgotten Investment 


The agency department, Mr. Olson 
referred to as the forgotten investment 
in life insurance portfolios. 

The company, in establishing a new 
agency, buying office equipment, fur- 
nishing clerical help and providing an 
expense allowance, should look upon 
that transaction as an investment which 
should earn an average rate of interest 
the same as any other investment that 
the company makes. The agency de- 
partment has no more right to make 
bad investments than the investment de- 
partment. That department should be 
held to strict accountability. 

Beginning in 1920, the agency depart- 

ments became more and more spend- 
ing departments. Agency officers got 
the credit for the great increase in vol- 
ume. Many great sales reputations ac- 
quired in the ’20’s blew up in the ’30’s, 
he said. There was a false sense of 
security in the 1920's. 
Now the extra 2 percent return— 
$20,000 on each million of assets—is 
gone and it is very probable that it will 
not return in a long time, he declared. 
“We have cut home office salaries, rent 
and other expenses to the bone. We 
have increased premiums and reduced 
dividends. What next?” 


Ten Percent of Assets 


A company 25 years old or older 
with $125,000,000 insurance in force, as- 
sets $25,000,000, producing $15,000,000 
to $20,000,000 new business and paying 
renewal commissions of $250,000, has 
an agency investment of more than $2,- 
000,000, according to Mr. Olson. That 
investment is almost 10 percent of the 
entire assets. That largest single in- 
vestment should earn a profit the same 
as other investments, he declared. 
“The never mind the expense” atti- 
tude must be modified. 

Expensive practices developed, he 
pointed out, because of the clamor for 
volume. “These drives for extra busi- 
ness are particularly noticeable at year- 
ends and are usually inaugurated to ob- 
tain window-dressing material. There 
will not be so much of that in the 
future.” 











(CONTINUED ON PAGE 25) 
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Illinois Code in 
Lap of the Gods 


General Prediction is Made That 
It Will Die in Com- 
mittee 


MANY FACTORS INVOLVED 


Strong Supporters, However, Appeared 
at the Hearing, and Spoke in 
Its Behalf 


It seems to be the general impression 
of keen observers that the new insur- 
ance code introduced in the special ses- 
sion of the Illinois legislature will not 
have much of a chance of seeing the 
light of day. Many who are in close 
touch with the political situation give 
it as their opinion that it may not get 
out of the senate committee. It has not 
been introduced in the house yet. There 
are probably a number of causes that 


militate against the successful emer- 
gence of the code into statutory law. 
The political conditions are running at 
cross currents. There is more or less 
personal feeling involved. There is some 
hostility against the insurance depart- 
ment’s action in promoting the code. 


Two Insurance Organizations Oppose 


The most outstanding opposition to 
the code at the senate hearing came 
from the Association of Casualty & 
Surety Executives and the National 
Board of Fire Underwriters. The cas- 
ualty opposition was particularly strong, 
it being voiced by Attorney Thomas F. 
Reilly of Chicago. He presented 13 or 
14 specific counts and then uttered a 
sweeping objection to the code as a 
whole declaring that it granted far too 
much power to the state insurance di- 
rector, which might make him prac- 
tically a dictator. Attorney Reilly ob- 
jected to some of the new and re- 
vised provisions in the code. E. M. 
Griggs, assistant general counsel of the 
National Board of Fire Underwriters at 
Chicago, brought forth some objections, 
although he was not as pronounced as 
Attorney Reilly. Both objected to the 
rating section for fire and casualty com- 
panies and the vexatious delay pro- 
vision. 

Code Has Strong Champions 


Aside from the objections from these 
two great organizations, most others 
who were present, whether they spoke 
or not, were in favor of passing the 
code, though there were some sections 
that might be objectionable. It was 
generally agreed that the rating section 
should be drafted in a separate bill. 
Others who voiced their opinion took 
the position that faults could be found 
witb one section or another but as a 
whole the code represented a distinct 
advance and should be passed. E. A. 
Olson, president of the Mutual Trust 
Life, was strong in his view that IIli- 
nois should have a modern set of in- 
surance laws. He said that some of 
the old ones are faulty and urged that 
a revision be made. 


Local Agents Are Sponsors 


Rockwood Hosmer, Chicago, chair- 
man of the legislative committee of the 
Illinois Association of Insurance 
Agents, who is also a member of its 
special code committee, advocated tak- 
ing the rate section out but said that 
otherwise the local agents were not ob- 
jecting. They had put up a fight 
against the London Lloyds section in 
the former code but in the revised in- 
strument, he said, while it was not as 
the agents would have it, the provision 

(CONTINUED ON PAGE 25) 





Daily Newspaper Head 
in Pertinent Comment 

















HOMER GUCK 


Homer Guck, president and publisher 
of the Chicago “Herald & Examiner,” 
who by the way is a consistent reader 
of THe NationaL UNDERWRITER, has 
written a letter regarding the appella- 
tion “Agent” as referring to a life in- 
surance salesman. Mr. Guck is promi- 
nent in newspaper publishing and has 
had life insurance experience, having 
been connected several years ago with 
the head office of the Detroit Life. Mr. 
Guck says in his letter: 

“Let me commend S. F. Clabaugh’s 
enthusiasm and your editorial endorse- 
ment of the significant importance of 
the use of the word ‘Agent,’ as applied 
to life insurance men or in other walks 
of life. : 

“Did you ever live in an isolated min- 
ing community? If you did, you know 
how important is the chief executive of 
the mine. Paternalistic government is 
almost essential because the mine us- 
ually owns all the property, pays all the 
taxes, and controls directly or indi- 
rectly the politics and religion, as well 
as the industry and business of the com- 
munity. ’ 

“In the early days of the copper mines 
of Michigan, the chief executive of the 
great corporation was the ‘Agent.’ The 
‘Agent’ represented the money power 
that owned the property. That was his 
legal as well as his official executive 
title. Later on they had managers and 
various other officers. But none ever 
had quite the influence or the power or 
the capacity for benevolent autocracy as 
exemplified in the agent, and the or- 
dinary mortals of the community looked 
upon him as very close to the Deity. 
Maybe the life insurance agent is just 
as potentially important.” 

Oklahoma License Committee 

Homer Jamison, state manager in 
Oklahoma for the Equitable Life of 
New York, is made chairman of a com- 
mittee, appointed by Secretary Philpott 
of the Oklahoma Insurance Board, to 
draft a new license application form to 
be used by life companies throughout 
the state. The movement is in line with 
the activities launched by the secretary 
in an effort to raise the standing of 
agents. Other members appointed by 
the secretary are Sam Cowan, B. L. 
Bowers, L. C. Mersfelder, E. E. Dale, 
Cleveland Longnecker, R. T. Shipley, 
J. A. Todd, A. B. Irwin, R. E. Leon- 
ard, L. I. Bloom and B. F. Biggers. 


Terminates Blue Goose Contract 


The Lincoln National Life is termi- 
nating its master group policy with the 
Ancient & Honorable Order of the Blue 
Goose International, a fire insurance 
social organization. This is association 
business and not a strictly group policy. 
Its experience has been unfavorable. 





Survey Gives Composite 
Picture of Good Agent 





H. G. KENAGY TELLS RESULTS 
Concludes Home Office Should See 
That Managers Recruit Men With 
Best Chance to Succeed 





H. G. Kenagy, assistant manager of 
the Sales Research Bureau, at the an- 
nual meeting of his organization in Chi- 
cago, presented the results of a study 
on “Where Do the Good Agents Come 
From and How Do We Get Them?” 

A good agent, he concluded from 
the survey, is married, 30-35 years of 
age, formerly a successful salesman of 
commodities, ideas or services (or who 
has otherwise dealt successfully with 
people), who has earned $2,500-$5,000, 
who may or may not be a college grad- 
uate. Many of these men need finan- 
cial assistance and are worth it and 
their abilities and character are so well 
known to their manager that he takes 
little chance in backing them with his 
money. 

A big problem, he said, is doing some- 
thing effective about the way the gen- 
eral agent is to go at the job of selec- 
tion. It is time for the home office to 
find out the kind of man who seldom 
succeeds under any type of manager, 
finding the type through recruiting 
which produces the best results and the 
type of men that tend to succeed better 
than others. 

Should Spend Money 


Just as much money should be spent 
in developing supervisors for careful 
selection of agents as is spent for med- 
ical and lay underwriters. The com- 
pany scrutinizes an application for life 
insurance from all angles, but the gen- 
eral agent, bringing a new man into the 
business, tells an enthusiastic story of 
the great earning possibilities. Yet the 
agent can do more damage to the com- 
pany than a policyholder. 

“The members of our service staff are 
picking out of new agency files every 
day such evidence of carelessness and 
indifference to risks that would make 
your underwriting heads stare in un- 
believing wonder.” 

The study, on which Mr. Kenagy gave 
a report, embraced 435 agents in 53 
agencies representing 20 companies; 266 
agents classified as good and 169 as 
poor, 

Younger Men Best Agents 


The good specialty salesmen, engin- 
eers, proprietors, executives and clerks 
have a decidedly higher first-year pro- 
duction than the other group (teachers, 
lawyers, inside salesmen, etc). This 
difference persists in the second year. 
However, engineers, proprietors and 
executives drop, while specialty sales- 
men, investment men, bankers and 
clerks come up. 

Teachers and social service workers 
have been longest in the business, seven 
years; students, six years; engineers, 
proprietors and executives, five years; 
71 percent of those in the upper 25 per- 
cent have been in the business more 
than four years. Only 19 men in the 
good group were in their first year. Of 
the good men, 66 percent were between 
the age 25-40, as compared with 48 per- 
cent of the poor agents. Specialty sales- 
men at all ages seem to make good. 


Effect of Schooling 


The amount of formal schooling 
seems to have little relation to success. 
There has been a trend toward college 
men in the last six years. Among the 
good men with less than six years’ ex- 
perience, only 49 out of 141 had no col- 
lege training. The young men under 25 
who come in and succeed are mostly 
college men. 

Sixty-four percent of the married men 
were good men, as compared to 45 per- 
cent of the single men. 

As previous earnings went up, so did 
first-year production, rising to a median 





Tax Deduction Bar 
Is Seen As Likely 


Actuary Shepherd of Life Preg, 
dents Association Discusses 
Situation 








TALK BEFORE ACTUARIEs 





Inconsistencies in Treasury Departmen 
Rulings and Other Federal 
Bodies Pointed Out 





Unless what now appear to be inde. 
fensible inconsistencies in Treasury De. 
partment rulings and federal court and 
board of tax appeals decisions are no 
modified by further court action, it ap. 
pears quite possible that life companies 
might be barred from taking the same 
federal income tax deductions on supple. 
mentary policies not involving life con. 
tingencies as are permitted on life policy 
reserves, Actuary B. E. Shepherd of the 
Life Presidents Association told men- 


bers of the American Institute of Actu- 
aries at their recent meeting in Chicago, 


oe Deciding Questions 


In the case of life companies, the 
federal law provides essentially that 
they may deduct an amount equal to 3% 
percent of the reserves required by law 
(4 percent for companies on a 4 percent 
interest assumption basis); also that in- 
terest paid on indebtedness (with cer 
tain exceptions) is wholly exempt from 
taxation. Thus, the status of supplemen- 
tary contract reserves hinges largely o 
(1) whether the reserve in question 1 
“required by law,” and how the latter 
expression shall be interpreted; and (2) 
what constitutes an “indebtedness” and 
interest thereon. 

Citing various conflicting decisions on 
the subject of this class of reserves, Mr. 
Shepherd pointed out that “the predica- 
ment in which the life insurance com- 
panies would be placed if these decisions 
determined the iaw on this subject 1's 
immediately apparent.” 


Cites Important Cases 


“By Treasury Department _ ruling, 
supported by the Intermountain Lite 
case, companies could not treat the re 
serve for supplementary contracts not 
involving life contingencies as a ‘reserve 
required by the law’,” he continued. 
“Neither could they, under the doctrine 
laid down in the Penn Mutual case, take 
any credit for interest paid in connection 
with instalment settlements as interest 
paid on indebtedness during the taxable 


year. Being caught in this crossfire, they f 


would thus be deprived of any allow- 
ance for such interest earnings as might 
(CONTINUED ON PAGE 10) 








of $180,000 for 27 men in the $5,000- 
$10,000 group. 

The center of influence method and 
personally known by manager and as 
sistant were the methods by which the 
good men were selected. 

Voluntary applications under 35 have 
better records than those over 35. 

Of the good men 50 percent had f- 
nancial assistance and the poor men 39 
percent. The study indicates that 4 
manager can finance successfully men 
whom he has recruited from among pét- 
sons he knows well. 

Those financed by regular monthly 
amounts stand first in production, fol- 
lowed by those given occasional loans 
and finally those given no finances. 

The average time required to secure 
agents in the upper 25 percent was 3.4 
months as compared to 1,3 months for 
poor agents. 
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Emphasis on Persistency 


—=7 
1 Bar Is. Advocated. by ‘Miller 


iikeh 









EFFECT ON COSTS IS SHOWN 





” Presi practical Uses of Persistency Rating 
CUSses Chart Pointed Out by Research 
Bureau Man 





The importance of underwriting for 
UARIES persistency and means of doing so were 
suggested by K. R. Miller of the Sales 
Research Bureau in his address before 
partment iM she joint meeting of the bureau and 
eral the Life Agency Officers in Chicago. 
He observed that persistency is more 
jmportant than ever today because of 
the necessity of keeping down cost to 
compensate for the decreased interest 
» ‘De inde MR yield. ‘ 
asury De Mr. Miller quoted the estimate that 
“TB since 1900 total terminations have been 
Court andi 3193,000,000,000. Of that amount $110,- 
S are not 000,000,000 has terminated since 1928. 
On, it ap. Only a small portion of the termina- 
ompanies fmm tons are due to death claims and ma- 
turities. He said most life insurance 
the same that terminates fails to fulfill the func- 
N supple M tion for which it was purchased. 


life con. Terminations Are Analyzed 
ife policy ‘ : } ; 
rd of the Interest in quality business is at its 


1 height in a period of depression and 
Id mem- declines as business conditions improve, 
of Actu- Mr. Miller remarked. He suggested the 
Chicago, companies may be losing sight of the 
importance of quality business because 
nies, the there has: been a reduction in termina- 
Hy | that tions from surrenders and requests for 
I to3 loans are not nearly so numerous. How- 
al to 3% ever, there continues an increase in first 
1 by law and second year lapses. Those lapse 
t percent MF rates reflect the quality of the business, 
that in he said. 
yith cer- To the: general agent, persistency is 
ipt from all important. It is the greatest single 
plemen- HB factor in general agency pofit. 
rgely on Whether the life insurance business 
sstion is is in a period of stabilization or whether 
ie latter in a period of expansion, quality is im- 
and (2) portant. If an approximately uniform 
ss” and amount of business is to be obtained, 
the objective must be to produce busi- 
sions on ness of quality in order to maintain 
yes, Mr. insurance-in force or show a slight in- 
predica-& crease under highly competitive condi- 
e com- tions. ; 
ecisions If improved persistency is a factor in 
bject is overcoming the effect of low interest 
rates, then quality will be important 
because of its effect on cost and as a 
factor in gaining insurance in force. 


Me ae Cost of Terminations 
the re- He illustrated his point by consider- 


ts not ® ing the situation of a company that 
reserve has a goal for a given year of $10,- 
tinued. F 000,000 gain in insurance in force. If 
octrine terminations are $10,000,000 there must 
e, take be $20,000,000 new business. If termi- 
rection nations amount to $30,000,000, the com- 
nterest fF pany must pay for $40,000,000. Assum- 
axable § ing first year cost of $15 per thousand, 
e, they fF under the first plan, the new business 
allow- cost would be $300,000; under the sec- 
might ond plan, $600,000. ? 
Persistent business has other desir- 
wont able qualities. It consists of larger 
sized policies, smaller collection fre- 
35 ,000- quency, larger earned income of pol- 
icyholders, less service for loans and 
d and special premium settlements. 


id as- Persistency Rating Chart 


He referred to the persistency rating 
have chart which the research bureau brought 
out. This combines the factors of oc- 
ad fi- cupation, age, income, amount applied 
en 39 or, mode of premium payment. In a 
lat a test, it was discovered that cases sold 
men to present policyholders of the writing 
r per- agents ranked highest in probable per- 
sistency under the chart; cases sold to 
nthly § referred prospects, friends and ac- 
_ fol- quaintances were next, and cold canvass 
loans ranks third. 

Some companies require agents to 
ecure complete a chart on each case. In others, 
the cashiers fill out the charts. Mr. 
Miller said he favors the first course. 
Some companies have established a 



















In New Office 














JOHN A. FARBER, Omaha 


John A. Farber, president of the 
Service Life of Omaha, is now en- 
sconced in the new office building at 
18th and Farnam streets. The building 
is completely air conditioned. Mr. 
Farber’s private office is on the second 
floor and has been done in a modern- 
istic manner. The wall has the appear- 
ance of leather and the ceiling is a series 
of circular arches. The Service Life 
issued its first policy July 10, 1923. Its 
home office then consisted of one room, 
two desks, two chairs, one typewriter 
and one agent. 








minimum rating. Business is being re- 
jected by some because of obviously un- 
favorable persistency factors. In others 
the attention of the manager is called 
to these unfavorable practices. 

One company has a pension plan 
based on an annual production of 
$100,000 rating not less than 70 percent. 
Others are adjusting first year commis- 
sions on business which rates lower 
than the company’s standard. The 
chart may be used to evaluate the busi- 
ness of new agents. It may be used to 
determine the value of collateral when 
financing is being done. 


Chart Emphasizes Quality 


The chart directs the attention of the 
manager and agent to the factors which 
are known to influence quality. 

He emphasized that quality of busi- 
ness is a management problem and the 
point at which quality can be influenced 
is in new business activity. 


Missouri Bar Now Seeks 
to Oust Dun & Bradstreet 


ST. LOUIS, Nov. 14.—Attorney-gen- 
eral McKittrick has filed suits here to 
restrain Dun & Bradstreet, Inc., and the 
Credit Clearing House Adjustment Cor- 
poration from engaging in the alleged 
unauthorized practice of law. The pe- 
titions request the court to forfeit the 
companies licenses to do business in 
Missouri. 

The petitions charge the companies 
have engaged lawyers to bring .legal 
proceedings to collect accounts on be- 
half of persons or corporations, but that 
these lawyers were of their own choos- 
ing and not designated by the clients 
served, and that when collections were 
received part of the claims were re- 
tained by the firms and part by the law- 
years. Both concerns, it is charged, 
have engaged in the practice of “split- 
ting fees” with lawyers. 

Dun & Bradstreet, Inc., and the 
Credit Clearing House have announced 
they will contest the suits. 











A Good (Company. 
to Repnesont 


Since 1911— 


Uninterrupted progress 
in assets and insurance 
in force each and every 
year. 


Since 1913— 


Uninterrupted record 
of cash dividend pay- 
ments each and every 


year. 


A good company to represent 


ASSURANCE 
COMPANY 


CHICAGO 


Affiliated with Continental Casualty Company 
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London Life Man Describes 
Quality Business Program 





JOHN D. BUCHANAN IS HEARD 

Undertakes to Eliminate: Poor Kind of 

Business Before It Is Written, 
Poor Agents Before Hired 





John D. Buchanan, assistant general 
manager atid actuary of the London 
Life, in addressing the annual meeting 
of the Life Agency Officers in Chicago, 
described what his company has done 
toward improving the quality of its 
business. In the future, he said, the 
company will undertake to eliminate 
business of poor quality before it is 
written and to eliminate poor agents 
before they are employed. The so-called 
persistency rate chart and the agents’ 
rating chart will be relied upon to a 
large extent. : 

Efforts to salvage business, he said, 
have not proved satisfactory. Proper 
“navigation,” he said is better than 
“salvage.” 

Much can be accomplished through 
education with agents who fail to choose 
prospects on whom quality business may 
be written. 


High Termination Rate 


Agents who remain in the business 
for a short time only, are likely to show 
a high termination rate. A high rate of 
agency turnover and an unfavorable con- 
servation record are likely to go hand 
in hand. Strict selection of agents is 
the way to handle this problem. 

The London Life prepared for each 
district a statement showing gain, ex- 
pressed in a percentage of the issue, and 
the insurance in force. 

The London Life found business sold 
to farm laborers, women clerical work- 
ers and certain other groups showed a 
very high lapse rate. Certain restric- 
tions were placed on the issue of busi- 
ness to such classes. 

Method of premium payment, basis of 
settlement with the application, plan of 
insurance and whether the business was 
on old policyholders, affect persistency. 


Earnings Are Shown 


Charts have been worked out showing 
the earnings over a period of years on 
business with low and high conservation 
records and these were taken up at local 
agency meetings. 

A monthly contest was started among 
branch offices in respect to ratio of col- 
lection to billings according to items. 
Prizes have been given to cashiers and 
trophies have been awarded. 

A man trained in conservation was 
placed in charge of selection of busi- 
ness from a persistency standpoint in 
the policy department. Records were 
kept of questioned business and the 
termination rate was so high it justified 
the original holding up of the issues. As 
a result of those studies, the persistency 
rate has been improved. Each month 
a summary is made of not taken lapses. 
This makes possible an early checkup 
on agents who may be developing bad 
habits. 


Analysis Is Made 


An analysis is made of the business 
of agents whose conservation record is 
unfavorable, by occupation, age, method 
of premium payment and plan. Many 
have been put on the right track through 
this analysis. 

The -accuracy of the Research Bu- 
reau’s persistency rating chart was 
checked with the company’s own ex- 
perience and proved the validity of the 
chart, therefore indicating the pos- 
sibility of pre-determining the quality 
of new business. 

The persistency rating chart is com- 
pleted for each application in the branch 
office. Where the rating is low the 


application is referred to the district 











Company Presidents Heard 





E. A. OLSON 


Two company presidents addressed 
the joint annual meeting of the Life 
Agency Officers Association and the 
Sales Research Bureau in Chicago this 
week. They were: E. A. Olson, presi- 
dent Mutual Trust Life of Chicago, and 
George W. Smith, president of the New 
England Mutual Life. 

Mr. Olson made the point that the 
company has an investment in_ its 
agency department in a very real sense 
and that department should be required 





GEORGE W. SMITH 


to earn interest on the investment just 
as the investment department must 
show earnings on bonds, stocks, mort- 
gages, etc. 

Mr. Smith delivered important ob- 
servations on many points, and urged 
that agents, in their every day work, 
bring home to policyholders the im- 
portance of planning for their own fu- 
ture independence, rather than leaning 
on the government more and more for 
economic safety. 








Court Decisions on the 
New Frazier-Lemke Act 





NEW YORK, Nov. 14.—While the 
present Frazier-Lemke act providing a 
three-year farm mortgage moratorium 
is far less drastic than the original act 
which was held unconstitutional by the 
United States Supreme Court, the ap- 
parent tendency of federal district 
courts to hold the new act also uncon- 
stitutional is viewed as an encouragingly 
conservative omen by life company 
farm mortgage officials. The second 
such decision is that of Judge Paul at 
Harrisburg, W. Va. There has been no 
decision holding the act constitutional. 

Judge Paul held that the amended 
act still takes awav substantial rights 
pepetees to creditors under Virginia 
aws. 


Hunt Talks in Los Angeles 


G. L. Hunt, vice president in charge 
of agencies New England Mutual Life, 
spoke to the Life Insurance Managers’ 
Association of Los Angeles on “Weather 
Vanes.” He covered the training of 
new men so as to enable them to engage 
in the active production in a short time. 
Systematic efforts should be’ made to. 
help men organize themselves and de- 
vote their time efficiently to production. 








mend that a substantial amount of the 
applications with low ratings be can- 
celed. 

The great value of a persistency rat- 
ing chart is the educational effect on 
agents. It may develop that business 
below a certain persistency rating will 
not be issued or the compensation of 
agents may be related to their persist- 
ency rating. Good agents can be edu- 
cated to write business of good quality. 
Conservation will always present a se- 
rious problem as long as unqualified 
men are appointed. 

The London Life has introduced a 
rating chart for gauging prospective 
agents and no man below a certain rat- 
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ing will be accepted. 








Jottings from Agency 
Officers’ Chicago Meet 











The annual meeting of the Life 
Agency Officers and Sales Research Bu- 
reau in Chicago this week was held 
later in the season than formerly. It 
was deliberately set ahead this year so 
as not to follow too closely the annual 
meeting of the American Life Conven- 
tion. In the past those who attended 
both conventions found they had no 
more returned to their offices following 
the A. L. C. meeting than they must 
turn back to attend the joint annual 
sessions of the L. 5. mm. and 
A. 0. LA:-®. 

a ee 

Among those attending the agency 
officers meeting who were also in Chi- 
cago week before last for the fall meet- 
ing of the American Institute of Actu- 
aries were Richard Boissard, vice-presi- 
dent of the National Guardian Life, 
R. C. McConkie, associate actuary of 
the Equitable of Iowa; F. R. Leu, Life 
& Casualty; R. D. Sturtevant, American 
Central; A. W. Larson, Yeomen Mu- 
tual. 

a ee 

The banquet Monday evening, sched- 
uled as an informal affair, turned out 
to be a distinctive function. About 300 
attended, a good portion being seated 
at the head table in recognition of their 
titles of various kinds. J. M. Holcombe, 
Jr., presided and offered as the first 
surprise John B. Kennedy, former edi- 
tor of “Colliers” and now connected 
with the National Broadcasting Com- 
pany. Mr. Kennedy delivered a pun- 
ning, epigrammatic, wise-cracking talk 
of the high grade Chautauqua style on 
world affairs. He concluded with an 
epigram on life insurance that brought 
out the notebooks of his audience, it 
being: 

“The uninsured man who has no de- 
pendents is a fool; the uninsured man 
with dependents is a thief.” 

The second surprise was the presen- 
tation of a series of first class acts by 
N. B. C. talent. 

(CONTINUED ON PAGE 25) 


U. S. Utility Act Ruling I; 
Good Sign to Company Me, 


HAS LITTLE DIRECT EFFE¢? 





Financial Officers See Finding of yp, 
constitutionality Most Encour. 
aging Development 





NEW YORK, Nov. 14.—Judge Cok. 
man’s decision in federal court at Balti. 
more last week holding the public uti. 
ity holding company act unconstity. 
tional is viewed as a good sign by life 
company financial men. As far az its 
direct effect on life company portfoligs 
is concerned, the decision makes litte 
difference, however. 

Life companies at the close of 193 
held just under 10 percent of their as. 
sets in public utility securities. It js 
estimated that conservative life compa 
nies have less than 5 percent of thei 
public utility investments in holding 
company securities. 


Utilities Grow in Favor 


Most operating companies in whos 
securities most life companies inves 
are strong enough to stand unshaken m 
matter what kind of legislation might be 
adopted against holding companies. 
Public utility securities have steadily 
increased in favor with life companies, 
In 1921 they constituted 3 percent of 
the companies’ investments, according 
to the Life Presidents’ Association’s fig. 
ures. In 1931 they reached their peak, 
percentagewise, when they amounted to 
9.8 percent of the companies’ admitted 
assets. 

The weakness of a holding company’s 
securities is that while its bonds con- 
stitute a lien against its assets, those as- 
sets are merely the stock of its com- 
ponent operating companies. Bont- 
holders of the operating company, obvi- 
ously, have a much stronger position 
than those of the holding company. 


To Redraft the State’s Law: 


Commissioner King of South Carolina 
Calls a Hearing on Codification 
of Insurance Measures 








Insurance Commissioner King of 
South Carolina has set Nov. 13-15 for 
hearings to be conducted over the re 
draft and codification of the insurance 
laws of his state. Wednesday was de- 
voted to life insurance, Thursday to fire 
insurance and Friday to casualty and 
surety. The South Carolina legislaturt 
provided for the appointment of a com- 
mittee to study the insurance laws and 
bring them up to date. This commit 
tee is to report at the 1936 session. 





Frank Post Seriously III 


Frank A. Post, senior associate edi- 
tor of THe NationaL UNDERWRITER afi 
editor of the “Accident & Health Re- 
view,” is in Passavant hospital, Chi- 
cago, preparing for a major operation 
some time this week. Mr. Post has had 
stomach complaint and the doctors 
found that he had had an ulcer which 
had _ healed, the scar interrupting the 
outflow of the contents of the stomach. 
Mr. Post started his career with THE 
NATIONAL UNDERWRITER in 1918 and 
since that time has acted as desk news 
editor. He is especially well versed on 
the activities of health and accident in- 


ventions of the organizations devoted 
to that particular field. Prior to going 
with THe NationAL UNDERWRITER he 
was a reporter for the Chicago “Daily 
News.” 


A. J. Dale, new Texas manager for the 
Great Northwest Life, has established 
headquarters at 409 Maverick building, 
San Antonio. 
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Pacific Coast Actuaries in 
Gathering Name Ehrenclou 





NORTHERN LIFE MAN HEAD 





Many Important Subjects Discussed at 
Three-day Session Held 
in Del Monte 





. A. Ehrenclou, actuary of the 
Northern Life, was elected president of 
the Actuarial Club of the Pacific States, 
succeeding Marcus Gunn of the Cali- 
fornia- Western States Life, at the semi- 
annual meeting in Del Monte. L. J. 
Cooper, assistant actuary Pacific Mutual 
Life, was named vice-president, and C. 
H. Tookey, assistant actuary Occidental 
Life, reelected, secretary-treasurer. R. 
R. Brown, actuary Oregon Mutual Life, 
was reelected to the executive commit- 
tee to serve with Past-president Marcus 
Gunn. 

Several Papers Read 


The sessions over three days were 
attended by leading actuaries, statistic- 
jans and underwriters of the Pacific 
Coast. The first day was devoted to 
underwriting problems. A paper on 
“Underwriting of Group, Wholesale and 
Salary Allotment” was read by L. J. 
Schmoll, assistant secretary Metropol- 
ian. Others were: “Highlights of 
American Life Convention of 1935,” by 
B. M. Woodsmall, vice-president Amer- 
ican Service Bureau, Chicago; “Sub- 
standard Ratings for Applicants Who 
Drink to Excess,” by L. W. Morgan, 
junior vice-president Pacific Mutual; 
‘Inspecting the Drink Hazard,” by D. 
M. Hummel, special representative 
Hooper-Holmes Bureau, “The Rating 
of Japanese and Chinese Risks,” by 
C. C. Warner, secretary West Coast 
Life. and “Conservation and Early Re- 
instatements,” by W. C. Kennedy, chief 
— California-Western States 
ife. 

Discussions were led by E. S. Jensen, 
group underwriter Occidental Life; W 
A. Munster, actuary Postal Union Life, 
and W. S. Hollies, statistician Occiden- 
tal Life. 


Discuss Interest Rate 


Trend in interest rate was discussed 
the second day, and also trend of invest- 
ments and how to maintain interest rates 
by restrictions on investment contracts, 
by regulating rate of interest on monies 
left on deposit and restricting premiums 
paid in advance. Discussions were led 
by C. C. Warner, R. B. Richardson, ex- 
ecutive vice-president Montana Life, and 
R. R. Nelson, secretary-actuary city em- 
ployes’ retirement system, San Fran- 
cisco. Discussion of taxation was also 
led by Mr. Richardson. 

How to reduce expenses of operation 
was discussed by C. J. Tookey, assistant 
actuary Occidental Life; Mr. Ehrenclou 
and D. G. Goddard, statistician Travel- 
ers, San Francisco. Effect of unem- 
ployment and old age pension legisla- 
tion on life insurance was discussed by 
Frederick Bitzer, III, Aetna Life, San 
Francisco; Professor A. H. Mowbray, 
insurance division University of Cali- 
fornia, and Mr. Nelson. 


Other Subjects Taken Up 


A. G. Hann, vice-president and actu- 
ary Pacific Mutual Life, and C. N. 
Torok, actuary Metropolitan, San Fran- 
cisco, led discussion of the 1935 revenue 
act. Value and possible volume of juv- 
enile policies was discussed by R. N. 
Griswold, assistant actuary California- 
Western States Life; W. S. Hollies, 
Statistician Occidental Life; W. A. 
Munster, actuary Postal Union Life, and 
My Ede, assistant actuary West Coast 

ife, 

Contingency. funds, how built ‘and 
used in relation to booms and depres- 
sions, periods of good mortality, ab- 
normal mortality, epidemics and relation 
to investments was discussed by B 
Coates, Coates & Herfurth, consulting 


actuary. Adequacy of current non-par- 
ticipating premium rates was discussed 
by C. H. Tookey, C. F. Ede, and C. E. 
Herfurth. 

H. H. Buckman, California-Western 
States Life, and W. S. Hollies led dis- 
cussion of office management. “Per- 
sistency” was discussed by E. S. Jen- 
sen and F. E. Young, actuary Montana 
Life. 

Give 10-Minute Reports 


Ten minute reports were given on 
“facts developed in 1935” with respect to 
(a) mortality (with special reference to 
select and ultimate); .(b) investments, 
with regard to average rate earned dur- 
ing the year, average rate on new money 
invested during the year and change in 
nature of investment portfolio; (c) 
permanent total disability experience; 
(d) new insurance; (e) lapse rate; (f) 
replacements. L. W. Dowling, chief un- 
derwriter Occidental Life, was chairman 
of the session on underwriting. 


With the recent appointment of 
Leslie N. Webb, vice-president of the 
Provident Life & Accident as a Ken- 
tucky colonel, Chattanooga now boasts 
three of these celebrities and all of them 
are in the Provident L. & A. The 
other two are Harry C. Conley, vice- 
president and Ray Webb, assistant to 
Vice-president J. W. Kirksey. 





Interest in Cases on 
Revisionary Clause 





NEW YORK, Nov. 14.—Strong 
reason to hope that the United States 
Supreme Court will hold that a rever- 
sionary clause in a life policy does not 
make it subject to estate tax provided 
an insured gives up all incidents of own- 
ership is seen by life insurance tax ex- 
perts in a decision handed down by the 
Supreme Court this week. 

The case, which concerns taxes on the 
estate of W. J. Orthwein of St. Louis, 
deals with an irrevocable trust which 
provided that in case the beneficiary of 
the trust predeceased the trust’s creator 
the trust would revert to the grantor’s 
estate. In a 5-to-4 decision, the court 
held it non-taxable. The Supreme Court 
has in previous cases considered liie in- 
surance and trust funds to be on the 
same plane. The court has pending be- 
fore it the case of Industrial Trust 
Company vs. Greene, in which the same 
question of a reversion clause in a life 
policy is dealt with. 

In the Industrial Trust case, as in the 





Bingham case, the lower courts held 
that the reversionary provision invali- 
dated the claim that all incidents of 
ewnership had been given up and that 
hence the proceeds were subject to tax. 


Issue in Ballard Case 


In a third suit, the Ballard case, the 
federal district court held that policies 
on which the insured had surrendered 
all possible incidents of ownership, ex- 
cept for a provision that if neither his 
wife nor- his daughter survived him 
ownership of the policy should revert to 
his estate, are not subject to tax. On 
the other hand, the court held another 
group of the same man’s policies subject 
to tax because while he had given up 
the right to change the beneficiary he 
had retained the right to borrow on the 
policies or pledge them as collateral for 
loans. The beneficiary appealed from 
this decision, contending that the state 
law barred him from exercising these 
rights, since he had no right to change 
the beneficiary. The government ap- 
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actuaries, and John Upton, consulting 


A Liberal General Agency Contract— 
A Financing Plan for the Agency— 
A Plan for Financing your men— 


Unique Sales Helps— 


. A tested Organized Selling Plan— 


. A unique supervisory system— 


NOT FOR THREE YEARS.... 


@ has the Minnesota Mutual enjoyed in any single 
month the volume of new business received in Sep- 
tember. New business during September, 1935, was 
202% of that in the same month last year. 


HERE ARE THE REASONS: 


A Policy for every purpose—juvenile, women, group, whole- 
sale, etc.— 


A detailed plan for finding—training men— 


. Accounting methods for your office that tell you just where 
you're heading— 


An understanding, co-operative, sympathetic Home Of- 


An old substantial, Mutual Company—over 50 years—Not 
too big to know you — Big enough to command respect 


anywhere. 
Interested? ..... Then ask for our FACTS booklet! 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
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pealed the decision on the former group 
of policies, and decisions are now pend- 
ing in the circuit court of appeals in 
Cincinnati. 


Smith Asks Agents to Put 
Policyholders on Guard 





(CONTINUED FROM PAGE 1) 


necessary, he declared. They should be 
elastic enough to meet the educational 
- needs of the individual rather than the 
group. 4 , 
Difficulties in giving training courses 
to new and old agents come from the 
amount of time taken from necessary 
duties, the expense falling on the gen- 
eral agent. In some cities a teacher of 
insurance has been employed to give 
agents of any company who are inter- 
ested a condensed course of general in- 
struction. Such a plan may be educa- 
tionally sound, he declared, but it does 
not bring out characteristics of any in- 
dividual company. To give full infor- 
mation about the company, its service, 
ideals, trusteeship, is the function of the 
general agent and company official. 


Courses of Instruction 


Mr. Smith declared it is important 
that courses of instruction be adopted 
that will be worthy of the men to 
whom they are given. 

Life insurance courses are being of- 
fered by over 70 universities and col- 
leges. Hundreds of keen men are be- 
ginning to realize that specialization in 
insurance selling requires graduate 
study from the most authoritative 
sources, he said. Every encouragement 
should be given to procure all informa- 
tion possible on insurance, taxation and 
related subjects or to learn where it 
is available. : 

There is general recognition that 
training courses must be supplemented 
with skill in putting that knowledge to 
work, There must be a demonstration 
in the skillful use of knowledge by the 





Teaching can be given to groups and 
the essentials of insurance can be ex- 
plained in the class room, but there is 
much room for improvement in devel- 
oping necessary procedures to give the 
agent practical training in the field. In- 
dividual conferences are needed to dis- 
cover and correct the real weaknesses 
of the man. 


Proof of Salesmanship 


The real proof of salesmanship is not 
to sell the life insurance, according to 
Mr. Smith, but to make the individual 
buy the amount necessary to satisfy his 
needs. Some of the most successful 
salesmen, who have a magnetic quality, 
spurn the training and preparation that 
is offered. Such men can serve their 
policyholders much better by mastering 
technical skill in applying life insurance, 
he declared. 

The agency practices agreement for 
the elimination of undesirable agents is 
one of the most significant develop- 
ments in modern agency history, he de- 
clared. 

Mr. Smith endorsed the idea of Je- 
rome Clark, Union Central, that agency 
departments be advised of the stand- 
ards of selection of the company. 

Persistency, he declared, is the best 
index of the vitality of a company. It 
has far reaching benefit in avoiding 
duplication of acquisition cost, thus af- 
fecting the capital structure. 


Using Current Information 


An executive of the home office, on 
every agency visit, should give current 
information that could be used by the 
field organization. In the New Eng- 
land Mutual, conferences are held with 
agency executives before-they leave on 
a field trip and financial and agency 
matters are discussed for field use. The 
agent appreciates this information. 
Company morale is thus bolstered and 
that is one of the great assets of any 
company. 

Every agency should be visited by 
company executives at least once a 





general agent or other supervisor. 


year. Every agent who is doing his 





best to enlarge the prestige and busi- 
ness of his company should be inter- 
viewed. 

The home office agency department 
must be modern. Its agency records 
must be analytical and thorough. Sales 
equipment and literature must be kept 
up to date and attractive. 

Mr. Smith commended the machine 
system that makes it possible to keep 
convenient, current card records of all 
individual agents. Production and ter- 
mination, agent by agent, are compiled 
as well as comparisons with last year. 
In the New England Mutual, the re- 
sulting analyses are sent to the agent 
and general agent every three months. 
This shows the company is interested 
in the production of the general agent’s 
office and is following it closely. The 
agent is stimulated and encouraged by 
this checkup. It gives facts and not 
theories to the agency executive for use 
on his field trips. 

Mr. Smith advocated circulating li- 
braries for field men. The New Eng- 
land Mutual started such a library a 
year ago. Nearly 3,000 volumes have 
been read by agents. Prizes are of- 
fered to those who write the best re- 
views. 

Much time is wasted through the at- 
tempt of the agents to draw a benefit 
agreement that is individual for each 
policyholder. He expressed the belief 
that at least 50 percent of the time now 
taken by agents in drawing benefit set- 
tlements could be saved through a sys- 
tem of coded agreements which will be 
available to every agent. These cover 
90 percent of the usual needs. The 
New England Mutual recently put out a 
book, “Income Agreements and the Op- 
tions of Payment.” It has saved thou- 
sands of hours of time. 

Mr. Smith said the difference between 
the property will which has to do with 
real estate or personal property and the 
life will which has to do with the life 
insurance estate should always be borne 
in mind. The agent should inquire if 





— 
been recently drawn. He should gyaj 
against conflict with the property yjj 

The pension idea is being popularize 
because of interest in the social Security 
act, he declared. As people become x. 
quainted with the limited income pr. 
visions of that act, the greater person, 
security made possible and Suaranter 
by life insurance -will become incre. 
ingly appealing. 


Kansas City Actuaries Elect 


KANSAS CITY, Nov. 14—J, 3 
Reynolds, president of the Kansas City 
Life, was reelected president of the 
Kansas City Actuaries Club. Other of. 
ficers reelected are: J. A. Budinger, a. 
tuary Kansas City Life, vice-president, 
and F. S. Withington, Midland Life 
secretary. 

The death rate at various ages on pol. 
icyholders of the Kansas City Life haye 
remained consistent over a period o 
years, Mr. Budinger told the actuaries, 

Mortality for all. the Kansas City 
companies has been good and has re. 
mained at about the same level—around 
44.5 percent—over a period of years, dis- 
cussion revealed. This was explained 
by the fact that Kansas City companies 
operate in about the same territory and 
their selection methods are similar, 

The plan of employing a chief medi. 
cal and an associate medical examiner 
was discussed, and Dr. J. E. Bee, asso- 
ciate medical director of the Kansas 
City Life, pointed out it had been tried 
by several companies and dropped be- 
cause agents object to it. 

Ralph Jones, president and actuary 
of the National Fidelity Life, gave a 
resume of the meeting this year of the 
American Institute of Actuaries, and 
Dr. Bee commented on the proceedings 
of the Life Insurance Medical Directors 
Association. 
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Stanley Fredericks Is Promoted = 

Stanley J. Fredericks is the new ac- F@lish it 
tuary of the Columbia of Cincinnati F9 overru 
He had been assistant actuary there for §% will nc 
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Business That Pays.... 


Not just an ordinary sales campaign! 


The Jefferson Standard’s campaign in honor of President Julian Price’s birth- 
day is high-lighted by the use of plans that help to get cash with the applica- 
tion, business on old policyholders, high average sale, annual premium payments, 
. . . things that put quality business on the books . . . business that pays! 


























A. R. PERKINS, Agency Manager 


efferson Standard 


Life Insurance Company 


JULIAN PRICE, President 
GREENSBORO, NORTH CAROLINA 
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uld Suari 
erty wi : ’ 
opularins Life Counsel’s Program Is 
il security | Ready for Dec. 13-14 Meet 
ecome x. 
Ome Pro. 7 
r persong| NEW YORK, Nov. 14.—The_pro- 
Uarantee MM oram of the Life Counsel Association 
> Increas. Mec, 3-4 in. this city will include ad- 
dresses by Sam, Sebree, associate coun- 
sel, Midland Life of Kansas City, on 
Elect the life insurance law of Missouri, and 
4.—J, B Meby Prof. W. .R Vance of Yale law 
nsas Ci fmschool on “Interstate Aspects of the 
t of the Liquidation and Reorganization of In- 
Other of. surance Corporations.” — 
inger, ac. An informal discussion of the fed- 
president eral declaratory judgment act will be 
ind Life fled by, A. D. Christian, general counsel 
‘Be Atlantic Life. A similar symposium on 
S ON pol: collateral assignment of life insurance 
Life haye ampolicies will be led by J. F. Handy, as- 
eriod of Em sociate general counsel Massachusetts 
actuaries (eu Mutual Life. The Annual Luncheon 
ms City will take place Dec. 4. 
- has re. : J 
—arouni fe.) A. M. Best Co. Wins Libel Suit 
ears, dis- In a hearing Tuesday, Judge Kelly of 
xPlained the superior court in Chicago, a_de- 
mpanies HS ult was issued against the Index Pub- 
web and lishing Company, publisher of the “In- 
crea surance Index,” James E. Dunne, presi- 
cf meti- dent, and Charles D. Dunne, secretary, 
xaminet BR in favor of the plaintiff, Alfred M. Best 
“€. 2880: BG Company. The Alfred M. Best Com- 
_Xansas BE pany charged the “Insurance Index” 
en tried Be with publishing false articles, cartoons, 
ped be. etc. reflecting on the reputation of Mr. 
Best and his company. On the record 
actuary BF the guilt of the defendant was estab- 


gave a 
- of the 
es, and 
‘eedings 
irectors 


lished in court. The only remaining 
question to be settled concerns the 
amount of actual damages together with 
punitive damages to be awarded the Al- 
fred M. Best Company. It seems that 
the defendants did not answer the libel 
sted petition when it was filed and after the 
time had expired endeavored to estab- 

‘ew ac: FS lish its original status but the court 
cinnat F¥ overruled the motion. The attorneys 
ere for B will now argue before the court the stip- 
ulation as to the amount of damage. 
oe 

Wisconsin Unit Projected 
Formation of a Wisconsin branch of 
®the National Association of Life Un- 
derwriters was started at a meeting in 
Madison. A. A. Heald, general agent 
for the Provident Mutual in Milwaukee, 
was named temporary chairman and 
Robert L. Hesse, Madison, general 
agent Lincoln National, temporary sec- 
retary. A second meeting will be held 
in Milwaukee later this month, to which 
each local association will be invited 
# to send representatives. There are now 
* six local associations in Wisconsin and 
# a number of other cities are expected 
to organize shortly. The Madison meet- 
) (ng was attended by Frank Horner, 

Walter Rhodes and Robert Hesse, of 
Madison; Abner Heald, J. N. Patterson 
and M. F. Heilig, Milwaukee; Leonard 
Moran, Superior, and E. E. Trow- 
bridge, C. C. Snell and E. G. McDon- 
ald, Sheboygan. 


Taylor Wheeling Manager 

The Guardian Life of New York has 
appointed E. I. Taylor, supervisor and 
organizer in its Wheeling, W. Va., of- 
} fice, as manager of that agency, effec- 
§ tive Nov. 15. A native of Alabama and 
} an alumnus of the University of Ala- 
» Dama, Mr. Taylor entered life insurance 
sin that state as a personal producer, 

later doing managerial work as well. He 


en to Wheeling several years 
0. 
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President J. L. Loomis of the Con- 
necticut Mutual Life Insurance Com- 
Pany was appointed one of three trustees 
of the New Haven railroad by the fed- 
eral district court at a meeting in New 

aven. The president of the board, 
7 S. Palmer, and Prof. W. M. Daniels 
: Yale are the two other trustees. 
re Loomis is known throughout 
J€ country as a financial expert, par- 
ticularly on matters pertaining to rail- 
roads. It is understood his appoint- 
7 was urged by a representative of 

e Hartford and other insurance com- 






Life Presidents and A. L. C. 
Argue Agent Is Own Boss 





FILE BRIEFS AT WASHINGTON 





Many Cases Cited in Argument Com- 
missioned Men Do Not Come 
Under D. of C. Act. 





WASHINGTON, D. C., Nov. 14.— 
The Life Presidents Association and 
American Life Convention filed briefs 
here today with the District of Colum- 
bia Social Security Administration in 
support of their contention that life 
agents remunerated principally by com- 
mission do not come within the scope 
of the act. 

Most of the cases cited deal with the 
status of agents under the workmen’s 
compensation acts, holding that such 
agents are independent contractors 
rather than employes, and thus are not 
entitled to workmen’s compensation 
benefits. 

Highlights of Brief 


Defining “independent” as used in 
this sense, the Life Presidents’ brief 
points out that the fact that an agent 
is obliged to operate under certain con- 
ditions laid down by the company is 
not the same as operating under super- 
vision, any more than the fact that a 
building contractor is bound to follow 
specifications and plans interferes with 
his “independent” status. The scope 
and purpose of the rules and regula- 
tions under which the agent operates 
are to define the limits of the agent’s 
authority and not to control his time 
or methods of doing business. 

It is also pointed out that there is a 
direct and logical correlation between 
the independence of the relationship and 
the method of remuneration, and that, 
hence, in general the agent paid by com- 
mission will be found to be an indepd- 
ent contractor according to any reas- 
onable standard of measuring control. 


Seen as Clear Proof 


In addition, the difficulty of measur- 
ing the weekly wage of an agent on 
commission or of determining whether 
or not he is “employed” during any 
given week according to the statute’s 
standards, the brief concludes, consti- 
tutes “a clear indication that the act is 
not intended to extend to relationships 
so independent in character as that of 
the life insurance agent whose princi- 
pal remuneration arises from commis- 
sions paid on the life insurance he 
“sells.” 

The brief stresses the importance of 
two decisions of the Wisconsin indus- 
trial commission in the case of life 
companies holding commission-compen- 
sated agents not to be within the scope 
of the law. 


Gist of A. L. C. Brief 


The A. L. C. brief touches on many 
of the same points, also drawing an 
analogy with certain liability insurance 
decisions. Two memorandum decisions 
in Wisconsin of a month ago, neither 
citing references, holding general agents 
and soliciting agents on commission not 
to be subject to the Wisconsin unem- 
ployment insurance act were cited. 
These decisions were qualified by “prior 
to July 1, 1935,” when the law was 
changed. A test to cover this situation 
may be necessary in Wisconsin, to get 
a conclusive decision. 


G. Yeardley Haviland Is Manager 


G. Yeardley Haviland, assistant man- 
ager of the Connecticut General Life in 
Chicago, has been appointed manager 
at Peoria, Ill. His office will be under 
supervision of Manager F. H. Haviland 
of the Chicago branch. The new Pe- 
oria manager has been an agent for 
nearly five years in the Chicago office, 
with a fine production record. 








panies, whose holdings comprise more 
than 20 percent of the road’s bonded 
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ARE MY ADVANCE SALESMEN 


HE tearful little fellow in this advertisement is one of 

Union Central Life’s best salesmen. Every father who 
noticed him in the Saturday Evening Post and Time Maga- 
zine last month instinctively put his own child into that 
photograph. He realized that someday—perhaps—his little 
boy might face the same situation. 

R. P. MacDermott, one of Union Central Life’s agents in 
Worcester, Mass., paid for $312,714 of new business in the 
first six months of 1935. 62% of this was the Multiple Pro- 
tection offered in the advertising. 

Mr. MacDermott said: 

“The children used in our advertising are my advance 

salesmen. They get into my prospect’s home and tell 

him my story. That cuts down selling time . . . means 
more commissions for me.” 

It means the same for other Union Central agents, too. Of 
the total new life insurance business paid-for in the first six 
months of this year, 44% was Multiple Protection. 


The 
UNION CENTRAL 


Life Insurance Company 


CINCINNATI 
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General Agency Openings 
| with 
A GREAT COMPANY 
GROWING GREATER 








A Company that has 


*$126,000,000.00 of 
Insurance in Foree 


(a gain of $5,000,000.00 since 
January Ist, 1935) 


*A Liberal Contract 


(Both First Year and Renewal 
Commissions) 


*Anm Attractive Line 
of Policies 


(designed to fit every need) 


*A Unique Sales 
Program 


Practical assistance and co-op- 
eration in the field 


Enjoy the advantages of 


COMMONWEALTH CORDIAL 
CO-OPERATION 





Write 
J. Herbert Snyder, 

Agency Vice-President. 
COMMONWEALTH 
LIFE INSURANCE CO. 
LOUISVILLE, KY. 














Tax Deduction Bar 
Is Seen As Likely 


(CONTINUED FROM PAGE 4) 


be required to support the supplemen- 
tary contract reserves. : 

“Attention might also be drawn to the 
fact that this conclusion would be 
wholly inconsistent with the present law 
and the regulations of the Treasury De- 
partment for determining what shall 
constitute income from annuities for the 
individual. The revenue act of 1934 pro- 
vides that a part of each annuity pay- 
ment equal to 3 percent of the purchase 
price of the annuity shall be considered 
interest, and yet, from the point of view 
of the company, while this may be in- 
terest, it is not interest on indebtedness 
such that it may be deducted from com- 
pany gross income. 

“One can only conjecture where these 
conflicting views will lead us. Admit- 
tedly, the law on these points is still in 
a formative stage and it may be that 
subsequent court action will remove 
what now appear to be indefensible in- 
consistencies. . . . On the question of 
what is and what is not an indebtedness, 
much depends.” 


Pertinent Cases Are Few 


Efforts to find cases in other fields 
which might shed light on this question 
have revealed very little, said Mr. Shep- 
herd. 

_ “The weakness of the companies’ po- 
sition with respect to instalment sup- 
plemental contracts seems to lie in the 
absence of any contractual provision for 
the payment of interest periodically on 
the unpaid principal.” he said. “It does 
not follow from the fact that a definite 
rate of interest is assumed in computing 
a series of instalments equal in present 
value to a single sum payment, that all 
interest earned on the fund in hand is 
in fact paid out as a part of each instal- 
ment. 

Expects More Litigation 


_ “The equality in values still exists if 
it is assumed that the princival is en- 
tirely exhausted before any interest 
thereon is disbursed, and it would still 
exist no matter what might be the pro- 
portion of principal and interest ear- 
marked to make up each instalment, just 
as long as the instalment payments 
were made according to contract. 

_ “From the trend of events, it appears 
likely that more litigation of this type 
may be expected. The board of tax 
appeals decision in the Penn Mutual 
case itself has been appealed to the Cir- 
cuit Court of Appeals for the fourth cir- 
cuit and the outcome will be awaited 
with interest.” 


Sales Training, Not 
Telling, Is Needed 


(CONTINUED FROM PAGE 2) 


as much as they pleased. The result 
was that they all became enthusiastic 
about the rehearsal idea. 

“Some days we do much better than 
other days,” Mr. Murrell said, “Yet 
how many of us know just what we said 
and did the best time we ever did it?” 

A sales presentation that is crystal- 
ized through rehearsal enables a man to 
be at his best every time and in position 
to think about his prospect’s reactions 
rather than worrying about the impres- 
sion that he himself is creating. Mr. 
Murrell said it does not discount the 
desirability of being able to improvise 
deftly to meet any situation not covered 
in the memorized presentation, but that 
improvising can be much more effective 
when it has the crystalized talk as a 
base-line /or point of departure. 


More Reading Necessary 








Life insurance men should do much 
more reading than is customary to ac- 
quire information which they can use 
profitably in business, he said, such as, 
for example, the background of the re- 
cent federal court decision holding the 
public utility law unconstitutional; the 





fact that sales at the New York auto 
show were 60 percent above last year’s; 
that attendance at football games this 
fall is up to the 1929 level; that three 
leading New York City hotels were 
crowded to capacity last weekend; or 
that 2,000,000 share days are a matter 
of course on the New York stock market 
today whereas a year ago a million- 
share day was front page news. Even 
for those who don’t intend to take the 
C. L. U. examinations the required read- 
ing for the course makes an excellent 
list for the agent who wants to improve 
his knowledge. 


Most Agents Not Organized 


When it comes to work, life insurance 
men are definitely not lazy, he said, but 
just don’t know where to go because 
they have not definitized their work. 
The agent’s job has a number of sides, 
only one of which is selling, and this 
indicates why many men with a flair for 
salesmanship fail to get along in the 
life insurance business. It was conclu- 
sively proved in his agency that a man 
who would start each month with 50 
prospects—meaning persons who have 
money to pay for life insurance and 
whom the agent can get to—and have 
one new sales interview a day during 
which he presents a definite plan and 
asks the prospect to buy, will make 
about $5,800 a year. If a man finds he 
is not being paid a reasonable price per 
sales interview, he had better get out 
of the business, Mr. Murrell concluded, 
while if he finds he is getting an ade- 
quate return per sales interview, the 
thing for him to do is to get busy. 


Seek “Class” Producers 
With “Class” Sales Plans 


(CONTINUED FROM PAGE 2) 


general agents were chosen initially on 
whom to test the plan. A better result 
would have been made had the com- 
pany selected just one agency and de- 
voted all its time to that office, then 
moving on to another office. The 20 
general agents to whom the plan was 
outlined did not live up to the ex- 
pectation that they would train their 
men to use the plan. It was found 
necessary to train men in the agency 
department who in turn could train the 
agency force. Two men from the agen- 
cies were brought in and trained in the 
new method of selling. They were then 
sent to the agencies, and had the title 
of agency field assistants. They made 
the rounds of 20 agencies, spending 
about three days to a week in each 
place. The trouble with this system 
was attention was focused on the agent 
and the general agent, not being thor- 
oughly familiar with the plan, was not 
prepared to follow through after the 
home office man left. 


Developing General Agents 


Now the Home Life is using the po- 
sition of agency field assistant as a 
training job for developing general 
agents. In the last two years the com- 
pany has brought seven new men into 
the agency department. One was given 








an agency in November of last year 


and in his first year increased the busi- 
ness of the agency 86 percent and added 
six full time men. Two others are now 
qualified for general agencies. 

For the first nine months of this year, 
eight of the first 10 agencies in produc- 
tion are using planned estates. Eleven 
of the first 15 leaders in personal pro- 
duction are using the plan. Sixty-six 
percent of the first 50 leaders are using 
this method and 33 percent of those 
are new men who entered the business 
attracted to the business because of this 
plan of selling. 

For the first nine months, between 
60 and 75 percent of the company’s 
business came from men _ using this 
method. The men fully trained in the 
use of the method are averaging one 
sale for every four to five cases with 
an average size sale of between $6,000 
and $7,000. 

The underwriting departments find 
that those who are actuated to buy on 





a 
the planned estate basis show an aye. 
age numerical rating of 8 percent ove 
those who do not buy on that bas 
Accordingly the savings in mortality 
are sufficient to provide more than ; 
10 percent increase in the current diy. 
dend disbursement. 

The planned estate business is likely 
to be more persistent because it j 
taken for a definite purpose. The Hom 
Life has caused a number of its olde 
men to abandon “mosquito selling’. 
which Mr. Worthington defines 4 
“buzzing around and calling on peopk 
without any apparent reason.” The 
company emphasizes the idea of no} 
having more than three interviews anj 
insisting the average case should fe 
killed or cured for the present at the 
end of those three. 

The company has a group of men in 
training as future general agents. Las 
year the company had an increase of 
about 26% percent in new business with 
a decrease of 16 percent in full time 
men due to the weeding out process, 
This year production is on a par with 
last year with 20 percent fewer men 
under contract. 

At present the Home Life has 4 
percent fewer men than in 1929. The 
company now plans to stress addition 
of new organization of the right type, 


Persistency Idea 
Keynoted at Meet 


(CONTINUED FROM PAGE 1) 


B. Wilde, Connecticut General, C. D, 
Devlin, Confederation Life, Grant L. 
Hill, Northwestern Mutual. 

H. M. Holderness, Connecticut Mu- 
tual is chairman of the executive conm- 
mittee of the Life Agency Officers, the 
vice-chairman is J. C. Behan, vice-presi- 





dent and superintendent of agencies F 


Massachusetts Mutual Life. 


New executive committeemen of the J 


Life Agency Officers are: H. B. Sut 
phen, Prudential, J. M. Waddell, Pilot 


Life, and E. A. Olson, Mutual Trust F 


Life. 
Expanded Program Voted 

The executive committee and direc- 
tors of the bureau have been develop- 
ing throughout the year a plan for ex- 
tension of bureau activities. The plan 
was sprung at Chicago and received en- 
thusiastic support. The plan is for the 
bureau to engage in what is described 
as research work as distinguished from 
survey work in behalf of those com- 
panies that contribute to this increazed 
activity. 

The bureau has been collecting about 
$75,000 in dues and another $75,000 for 
its various services. ‘The new activity 
calls for another $75,000. 

Questions to Be Tackled 

A. L. Dern, Lincoln National in an- 
nouncing the project, enumerated seven 
or eight problems that the bureau would 
be requested to tackle such as how 
much can a company afford to spend 
for new business, compensation of 
agents, managers’ contracts, advertis- 
ing, etc. 

The papers had all been intelligently 
prepared and were delivered well. Three 
speakers were sensationally successful 
on the bureau program. E. McConney, 
actuary of the Bankers of Iowa, rocked 
his audience with an elusively whimsical, 
humorous talk containing liberal quota- 
tions from Plato, Browning, the Bible 
and other sources unusual to insurance 
gatherings. Another big hit was regis- 
tered by Jerome Clark, vice-president 0 
the Union Central, who treated in mas- 
terful fashion the question of coopera- 
tion of underwriting and agency depart- 
ments. Then there was E. A. Olson, 
president of the Mutual Trust Life, who 
“hung our hides on the wall,” as W. W. 
Jaeer remarked, in calling upon the 
agency departments to give value re- 
ceived for the jinvestment that they 
represent. 

After Manager W. M. Dewey of the 
Edgewater Beach Hotel was introduced 
to extend greetings, A. L. Dern, vice- 
president Lincoln National and board 
chairman of the Research Bureau, pre- 
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= 
sented L. S. Morrison of the bureau 
= Morrison, who has a faculty for 
handling facts and figures of an obscure 
nature, outlined what the bureau has 
done in studying how much a company 
can afford to pay for new business. 
That is a complicated problem and, ap- 
parently, a simple answer is not easily 
ascertainable. The bureau has made a 
start, however, and will continue its re- 
— Morrison was followed by E. Mc- 
Conney, vice-president Bankers Life of 
Iowa, who discussed from the actuary’s 
viewpoint the question of how much can 
be paid for business. However, he didn’t 
cite a figure or mention a mathematical 
formula. He brought down the house 
with a whimsical, humorous, suggestive 
talk. Apparently foreseeing that re- 
search in the subject will bring forth a 
mass of figures, he said: “Don’t be 
bothered by all the figures.” 

Endorses the Project 


Mr. McConney endorsed the idea of 
studying the subject of what can be 
spent for business. It is an attempt to 
answer questions that face executives 
every day. It represents planning and, 
he said, planning is manifestly prefer- 

' able to lack of planning. He warned 
against relying too much on any general 
figures that are produced. There must 
be a thorough understanding of the va- 


company and what happens if those as- 


Mr. McConney undertook to outline 
various periods in agency department 
methods. In the early days, the depart- 
ment’s time was taken with the pressing 
needs of the day. Then the agency men 
proceeded to hire and fire in an aimless 
way, hoping to get enough men who 
could sell something. Next came the 
age of pep when agency men tried to 
emulate Mussolini. Then came the idea 
of logical, automatic presentations. Now, 
he said, is the day when ideas are wel- 
comed, tested, applied or discarded, the 
day of the Research Bureau; a new con- 
cept of management in the field is being 
built. 

Sources of Profit 


Referring to the various possible 
sources of profit, he pointed out that 
mortality can be counted on; interest 
“used to contribute its share;” in the 
field of home office expense, the Life 
Office Management Association has 
been helpful, but the matter of field ex- 
pense is a virgin field. : 

Mr. Dern appointed a committee to 
nominate five for directors of the bureau 
to succeed those whose terms are expir- 
ing. The committee was: H. M. Hol- 
derness, Connecticut Mutual, chairman; 
R. H. McKinney, Ontario Equitable, 
and J. A. Hawkins, Midland Mutual. 
Those whose terms expired are: H. L. 
Amber, Berkshire; G. L. Hill, North- 
western Mutual; G. L. Hunt, New Eng- 
land Mutual; Gordon Thomson, West 
Coast Life, and H. M. Woollen, Ameri- 
can Central. 


What Makes Good Agent 


H. G. Kenagy, assistant manager of 
the bureau, presented some of the re- 
sults of a survey showing certain char- 
acteristics of good agents and what 
methods should be employed to get good 
men. He urged home office people to 
insist that managers recruit men of the 
type most likely to succeed. 

W. W. Jaeger, vice-president of the 
Bankers Life of Iowa, reported as chair- 
man of the executive committee of the 
bureau, Membership is 124, as com- 
pared with 121 a year ago. The head- 
quarters of the bureau were moved to 
64 Pearl street. Four managers’ schools 
were held with 164 graduates. Mr. Jae- 
ger urged that some of the younger men 
be sent to these schools. 

Five schools will be held in 1936: in 
the southeast March 16-27; Excelsior 
Springs, Mo., April 20-May 1; Del 
Monte, Cal., June 1-12; Chicago, July 
20-31; Briarcliff Manor, N. Y., Oct. 12- 





23. Since 1928, the bureau has held 23 
schools, with 123 companies represented, 


total enrollment 742 of whom 338 were 
managers, 184 supervisors, 43 company 
major officers, 177 other home office 
men. 

The bureau consultants, Mr. Jaeger 
said, have a unique experience and they 
can be of much assistance to the agency 
department which may be too close to 
its problem, to see all the angles. 

Mr. Jaeger referred to the 12 general 
agencies which are collaborating with 
Mr. Kenagy in trying new schemes. 
These are called the research agencies. 
They are experimenting with a salary 
contract for new agents. 

He enumerated some of the special 
work done by the bureau including the 
study on shift of territorial operations 
indicating a tendency of companies to 
withdraw from states in which the pro- 
duction is small. 

The final formal speaker was Mr. 
Dern, who told of the proposed plan to 
have the bureau engage in special work 
in behalf of those companies that con- 
tribute financially, 

After Mr. Dern had finished he called 
for expressions of opinion about the pro- 
posed new bureau program. 

O. J. Arnold, president Northwestern 
National Life, supported the ‘proposal 
strongly. He said the money spent in 
developing actuarial science and under- 


writing technique has paid dividends and 
there is no reason why an equal invest- 
ment should not be made in developing 
a better agency system. There should be 
a program of intensive agency research. 
He said he is particularly interested in 
the project to study the importance of 
persistency of business and the matter 
of modifying agency compensation so 
as to give the agent a share in the in- 
creased profit that comes from persist- 
ent business. 

Much of the bureau’s activity has been 
of the survey type, acting as a clearing 
house for current practices and ideas. 
There is needed greater original research 
work of an exploratory nature. 

H. W. Manning, Great-West Life, 
said he welcomes the “forward step.” 
The project is compelled, he argued, by 
the present problem of economic admin- 
istration and elimination of waste cost. 

Frank L. Jones, Equitable of New 
York, announced his company will con- 
tribute. Incidentally he suggested the 
bureau devote study to the matter of 
whether the life insurance sales ap- 
proach might be based more on the idea 
of indemnity such as is found in the 
selling of fire insurance, burglary, etc. 
So long as the selling technique is based 
on the idea of protection, an emotional 
atmosphere is necessary, and that this 











atmosphere constitutes one of the great- 
est obstacles to the agent. 

Others who spoke in favor of the en- 
larged activity were: J. C. Higdon, Busi- 
ness Men’s Assurance; F. P. Samford, 
Liberty National Life; G. L. Hill, 
Northwestern Mutual; D. C. MacEwen, 
Pacific Mutual; M. A. Linton, Provident 
Mutual. 


Companies Contributing to the Plan 


Mr. Linton said the bureau has been 
doing very little true research work. It 
has been primarily a clearing house. 
That consumes the $75,000 that comes 
from dues. The new contribution, he 
said, will amount to another $75,000. 

P. A. Stark, Yeomen Mutual, made a 
motion endorsing the program, and in 
response a vote of confidence in what 
the directors are doing, was given. 

W. W. Jaeger was the final speaker in 
behalf of the plan. 

Mr. Dern announced about 25 com- 
panies agreed to contribute. 


Jaeger Presided at Session 


W. W. Jaeger presided at the session 
Tuesday morning. He called on Mr. 
Holderness to report for the nominating 
committee in its selection of five bureau 
directors. Those nominated and elected 
are: Frank H. Davis, Penn Mutual; H. 
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PRECISION 


Exhaustive, painstaking thoroughness to exclude or nullify the 
disconcerting effects of chance,—therein lies the difference 
between the scientific method and haphazard guesswork, the 
“hunch-following” gamble. 


The future that you want for yourself and for those dependent 
upon you is far too precious to toss away on a bad guess. 


There is no need to take such risk. The Girard helps its 
policyholders and its agents to plan their future scientifically. 


GIRARD 


LIFE INSURANCE COMPANY OF PHILADELPHIA 
Opposite Independence Hall 
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K. Lindsley, Farmers & Bankers Life; 
H. E. North, Metropolitan; R. B. Rich- 
ardson, Montana Life, and S. T. What- 
ley, Aetna Life. 

The first speaker was Kenneth R. Mil- 
ler, a studious young man on the bureau 
staff. He developed the idea of the im- 
portance of quality, persistent business, 
and suggested how a company might ap- 
proach the task of improving the persist- 
ency of its business. 


London Life Actuary Speaks 


The next speaker was the second actu- 
ary to appear on the program, John D 
Buchanan, assistant manager and actu- 
ary of the London Life of Canada. He 
outlined the steps his company has taken 
to improve the persistency of its busi- 
ness. He said the persistency rating 
chart has proved useful as a means of 
checking concretely the persistency 
probability of new business. In his com- 
pany a chart is filled out in the branch 
office of each application. The com- 
pany is striving to eliminate poor busi- 
ness before it is written and poor agents 
before they are hired. 

_ Mr. Jaeger spoke'a word of apprecia- 
tion for the work of the five outgoing di- 
rectors and then had the newly elected 
directors arise and take a bow. 





APPEAL TO GOOD MEN 











In announcing the meeting late in the 
afternoon of signatory companies of the 
agency practices agreement, Mr. Jaeger 
praised F. H. Davis for his accomplish- 
ments as chairman of the committee, and 
then read the list of 52 signatory com- 
panies. He invited others to sign the 
pact and attend the meeting. 

Frank Davis was introduced to say a 
word about the agreement. He said some 
companies had signified a desire to sign, 
if they are given a period of 60 to 90 
days to put their “houses in order.” The 
committee, Mr. Davis said, will take 
into consideration any vital problems of 
the individual company, and will not be 
unreasonable. The idea is to be able to 
produce an improvement in a year or so, 
rather than to have an overnight con- 
version that may not be permanent. 

W. P. Worthington, superintendent of 
agents of the Home Life of New York, 
then gave a paper explaining the so- 
called planned estates program of his 
company. His theory is that, in order 
to eliminate the undesirable agent and 
attract those that are desired, a sales 
procedure must be offered by the com- 
pany that will appeal to successful men 
in other lines and induce them to enter 
life insurance. The planned estates pro- 
gram is projected as a means whereun- 
der the agent may build a permanent 
clientele. 


Jerome Clark on the Program 


Jerome Clark, vice-president of the 
Union Central, was introduced as one 
who has the unusual position of being 
the executive officer in charge of both 
the underwriting and agency depart- 
ments. Mr. Clark has a_ pleasing, 
urbane delivery and he interlarded his 
important observations with light 
touches, all of which brought responses. 
He undertook to describe what consti- 
tutes a good underwriting department 
from the agent’s point of view. It is a 
company that follows a firm, consistent 
underwriting policy, that takes the field 
into its confidence as to its standards of 
selection and the reason, and that acts 
on the cases as expeditiously as possible 
and has smooth running machinery. Mr. 
Clark was given prolonged applause. He 
made one of the big hits of the conven- 
tion. 


President E. A. Olson Presented 


_ The final speaker at the morning ses- 
sion was E Olson, president of the 
Mutual Trust Life, who developed the 
idea that the agency department is the 
largest single investment in the com- 
pany’s portfolio and should be required 
to yield an interest return in much the 
same sense as the investment department 
must produce such return. 

Mr. Olson is a rugged man. He does 
not often appear on the platform at in- 





surance affairs other than those of his 
own company. He is a former United 
States district attorney and his manner 
on the platform is that of a good prose- 
cutor, driving home his points forcefully 
and with the weight of authority behind 
his words. 

The audience rose spontaneously in 
appreciation of Mr. Olson’s contribution. 

“Has he not hung our hides on the 
wall?” asked Mr. Jaeger. 

Tuesday afternoon the convention was 
broken into departmentals. Five confi- 
dential group sessions were held with the 
members dividing according to the size 
of their companies. ‘Two staff bureau 
men were assigned to each group, the 
10 being: Manager Holcombe, Assistant 
Manager Kenagy, and L. W. S. Chap- 
man, L. S. Morrison, J. H. Wood, R. N. 
Ford, K. R. Miller, Ward Phelps, L. J. 
Doolin, and N. C. Hawley. 


Fresh Start Wednesday 


A fresh start was made Wednesday 
morning with the Research Bureau tak- 
ing the background and the Life 
Agency Officers took the stage. 

Henry E. North, Metropolitan, pre- 
sided as chairman of the board of the 
association. He opened the session with 
an impassioned plea for the agency of- 
ficers to get a vision of the real serv- 
ice of life insurance and become “big 
enough for their jobs.” He voiced the 
belief that the agency executive is the 
most important company officer and 
he must “see and feel his responsibil- 
ity.’ The future of the business, he de- 
clared, is in the hands of the agency 
executive. 

“We have fooled ourselves,’ Mr. 
North asserted! “We have made vel- 
ume a god and have forgotten about 
the essentials—the real service of insur- 
ance to the people.” 

The service of insurance, he declared, 
cannot be measured by any “amount.” 
“It means mapping the lives of the 
people in a different way.” 

The agency executive, according to 
Mr. North, has not appreciated the real 
nature of the service. He referred to a 
recent survey showing the extent of 
public knowledge of various industries. 
Only 8 percent of the people know 
something of life insurance. “Isn’t that 
an indictment of us?” asked Mr. North. 


Prestige Is Lost 


In some companies, he declared, the 
agency man is no longer regarded as 
the important factor that he should rep- 
resent. That is because the agency of- 
ficer has not stepped forward to assume 
the proper responsibility. 

“As we are, so our men will be,” Mr. 
North said. He took issue with the 
contention of some executives that they 
cannot cure evils in the field. What 
they mean is, he charged, is that they 
don’t want to take action. 

“We must not be content to sell 
something merely to satisfy our own 
aims and ambitions,’ Mr. North said. 

The day will come when the finger 
will be pointed at the company that 
doesn’t give real service, he predicted. 





WHAT’S AROUND CORNER? 











Only 2 percent of the people will ac- 
cumulate enough to be able to say they 
don’t need life insurance. What a man 
doesn’t know, he doesn’t want. Only 8 
percent know something about insur- 
ance and there is a small amount per 
capita. 

“We have to start the job with our 
own men. We can’t let the general 
agents run our business for us,’ he 
said. 

“What’s Around the Corner?” was the 
question appearing on the cover of the 
program booklet. “We don’t have to 
worry what’s around the corner, if we 
build properly,” Mr. North concluded. 

Mr. North appointed a committee to 
nominate three to serve as directors to 
succeed the following whose terms ex- 
pire: Mr. North, Cummings, 
Minnesota Mutual, and W. H. Harrison, 
Atlantic Life. 

The nominating committee was: 
James A McLain, Guardian Life, chair- 











man, D. Gordon Hunter, Phoenix Mu- 


tual, and Frank H. Sykes, Fidelity 
Mutual. 
Mr. McLain was not in the room 


when the appointments were announced. 
Whereat Mr. North remarked: 

“Many are called, but few get up.” 

A. L. Dern announced the new setup 
of the board and executive committee 
of the Research Bureau. 

Frank L. Jones, Equitable of New 
York, reported as chairman of the com- 
mittee on the replacement agreement. 
There are 101 signatory companies to- 
day as compared with 87 a year ago. 
There have been no withdrawals since 
the time the agreement was originated. 





NEW YORK TWISTING LAW 











Mr. Jones referred to the new, broad 
statute in New York governing twist- 
ing. Some feel the law goes too far, 
Mr. Jones said, but he does not agree. 
The New York law may prove the basis 
for legislatures elsewhere, he said. 

The most important court decision of 
the year, according to Mr. Jones, was 
that in Missouri in the damage suit 
brought by J. P. Sullivan, famed cham- 
pion of cheap insurance, against S. L. 
Morton of St. Louis, in which Mr. Mor- 
ton was cleared. 

Sixty companies have answered cer- 
tain questions. From Jan. 1 to Oct. 1 
of this year, the 60 companies reported 
that they had a total of 5,039 inter- 
company replacement cases for a vol- 
ume of $35,975,000 involving their own 
agents. There were 3,331 cases for a 
volume of $25,500,000 involving agents 
of other companies. 

Improvement Is Seen 


On the question whether there is a 
trend towards fewer replacement cases 
and less volume, 10 reported such a 
trend is not noticeable, 10 said they 
were not prepared to say, 40 said there 
has been improvement. 

There will be a meeting of the com- 
mittee in New York the week of Dec. 2. 
Efforts will be made to cause signatory 
companies to keep and report results 
on a uniform basis. 

All companies reported that in the ex- 
change of information courtesy has been 
uniform and there has been general 
compliance with the rules. 


Term Insurance Treatment 


Another question was as to the prac- 
tice of the companies in treating term 
insurance. Term insurance is not em- 
braced in the agreement. About two- 
thirds of the companies treat term in- 
surance in the same manner as other 
forms. Some, however, feel there is 
always “open season” for term insur- 
ance. 

The question of whether replacement 
of annuities should be covered is being 
discussed, Mr. Jones said. Some fear 
that if, as and when interest yield in- 
creases, many annuity owners will draw 
down their money, diverting some of it 
to purchase of outside investments and 
some to purchase of life insurance. 

M. A. Linton, Provident Mutual, re- 
ported on Life Insurance Week in 1935, 
he having served as chairman of the 
committee. 


Whatley Tells Plans 


S. T. Whatley, Aetna Life, who is 
1936 chairman, told of some of the 
plans. He suggested that the companies 
who are national advertisers use their 
space for perhaps two months in ad- 
vance. of Life Insurance Week to a 
“build up” of the week. 

G. H. Hunt, Imperial Life, told 
something of Life Insurance Week in 
Canada. This year for the first time 
the week in Canada was conducted at 
the time of the observance in the 
United States. 

Mr. McLain was then introduced to 
report for the nominating committee, 
which he did, after offering an alibi for 
his absence earlier in the morning. 

Frank H. Davis, Penn Mutual, re- 
ported as chairman of the agency prac- 
tices committee. After rattling off a 
review of the activities of the year, he 
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launched into a sales talk to proselytix 
those who have not yet signed the pay 


Not Long Haired Reformer 


Mr. Davis, who has an exposed pat 
brought down the house when he sai: 
“IT am not and never hope to be a long 
haired reformer.” 

During the three day session, ther 
was considerable self castigation on th 
part of the agency executives for faj. 
ing to do the job as it should be don 
Mr. Davis heaped further abuse upm 
himself and the other agency exery 
tives. The time has come, he ait 
when “we must realize we must do oy 
job in an acceptable manner.” 

Mr. Davis said he has been informa 
some of the non-signers have been a 
proaching part-time agents of signatory 
companies, offering them a berth wha 
they are cast loose under the terms ¢ 
the agreement. Mr. Davis’ condemn 
tion of that practice was applauded 


Represents a Minimum 


Those behind the movement realiz, 
he said, the agreement “lacks teeth” but 
he said it represents the minimum tha 
can be incorporated at the start. 

He emphasized that the condition 
it is sought to eradicate have existe 
for years. The business now, he said, 
has been compelled to recognize thos 
conditions. 

The problem, he maintained, can b 
easily solved if the agency executive 
“rise up and move toward the prob 
lem.” The result will be that “we can 
be proud of the insurance business,” hey 
declared. 

Mr. Davis received one of the grea 
ovations of the convention. 

Mr. North said, despite Mr. Davis 
statement the agreement lacks teeth, the 
committee does have police power: “lt 
is our opinion of the man who doesn't 
do the job right.” ; 

The final speaker of the morning wa 
the genius of the Research Bureat, 
Manager John Marshall Holcombe, J. 
As he did last year, he again under 
took to review the agency year. It wa 
a masterful presentation and Mr. Hol 
combe was rewarded with a hearty trib 
ute of applause. & 

Professors in Demonstration 


Soine of the best talent and turn-stilth 
pulling power was reserved tor the find 
short session Wednesday afternoon 
The great professorial team of R. | 
Borden and A. C. Busse of New York> 
University gave a practical demonstra 
tion of salesmanship that held the af 
dience enthralled. f 

The final speaker was George WE 
Smith, president of the New Englati 
Mutual, who concluded by urging tha f 
agents in their everyday contacts pf 
mote the idea of the individual building 
his own independence instead of leat 
ing on the government. ; 

H. H. Armstrong, vice-president of 
the Travelers, expressed appreciation © 
the convention to Mr. Smith and E. 
Olson, the two company presidents who 
appeared on the program, Fran 
Davis of the Penn Mutual expressed a? 
preciation to the hotel and the Natio 
Broadcasting Company for the enter 
tainment Monday evening at the bat 
quet. 

A curtain behind the rostrum wa 
raised and a young woman entertaint! 
sang “Auld “Lang Syne” and “At 
Weidersehen,” bringing the gathers 

; 
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to a close. 


Cravens, Dargan & Co. Named 

LOS ANGELES, Nov. 14.—Cravets & 
Dargan & Co. of Houston has beetle 
appointed as. general agents on an & : 
clusive basis for the Occidental Life "FF 
Texas. The agency is nationally know! 
for all lines. P. K. Johnson, assistatt 
manager, who has spent a month at the i 
Occidental’s home office, has charge ® FF 
the life department. 


Name Montrose at Des Moines 

H. Alverson Montrose has been 4 
pointed general agent in Des Moines". 
the New England Mutual Life by © 
wyn C. Woodard, state agent. 
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Modification, Not Removal 
of Air Restrictions Seen 





Judging from the discussion at the 
fail meeting of the American Institute of 
Actuaries in Chicago, the companies are 
not now prepared to remove the under- 
writing restrictions in connection with 
air travel. One speaker, at least inti- 
mated, however, that the rules might be 
liberalized. 

Pearce Shepherd, Prudential, said the 
number of passengers that will have 
been carried in regularly scheduled 
planes this year is estimated at 800,000. 
There will have been 350,000,000 pas- 
senger miles flown. There has been an 
increase in air travel, he declared, in 
response to the increased safety of that 
form of transportation. 

The department of commerce gives 
the number of passengers, number of 
passenger miles flown and number of 
deaths. In the passenger list is included 
all except members of the crew. Offi- 
cials and others traveling on a pass are 
listed as passengers, 


Explosion Deaths Excluded 


There was excluded, however, from 
the number of fatalities those who were 
killed in a plane that exploded in In- 
diana a year or so ago. 

Dividing the passenger miles flown by 
the number of passengers, gives the av- 
erage length of trip and has increased. 

By dividing the number of deaths by 
the number of passengers carried, the 
mortality cost per trip is determined. 

The length of the average trip has in- 
creased from 248 miles in 1930 to 432 
this year. 

The cost per $1,000 of insurance per 
flight has decreased from 5.8 cents in 
1930 to an estimated 2.1 cents this year. 

Mr. Shepherd quoted the estimate 
that there are 20,000,000 passenger miles 
flown per fatality, as compared with 
400,000,000 passenger miles on the rail- 
roads and 20,000,000 miles per auto- 
mobile fatality. Mr. Shepherd ex- 
pressed the belief that inter-city air 
travel is safer than inter-city automo- 
bile travel. He said that applicants un- 
derstate the extent of their flying. 


Gives Away About $1.50 


In its present allowance of flights that 
can be made without a loading charge, 
the Prudential, according to Mr. Shep- 
herd, is giving away about $1.50 per 
thousand. 

R. G, Stagg, Lincoln National, pointed 
out there has been a decrease in the 
deaths per thousand flights and per 
thousand passenger hours. 

He counseled a conservative attitude. 





Although increased safety is to be ex- 
pected, there is likely to be increased ex- 
posure among policyholders. 

Increased speed may be expected and 
the new hazards that higher speed may 
bring are not known. 

Mr. Stagg pointed out that the de- 
partment of commercce figures are not 
insurance figures; they have no rela- 
tion to the amount of insurance carried. 

The wisest course, he said, is to limit 
acceptance at standard rates to those 
making a definite number of flights. The 
Lincoln National accepts at standard 
rates those making up to 25 flights. The 
company is not inclined to modify that 
rule. 

Hops and Flights Differ 


E. G. Fassel, Northwestern Mutual, 


brought up the distinction between 
“hops” and “flight.” 
The Prudential, Mr. Shepherd ex- 


plained, asks the applicant for informa- 
tion as' to number of take offs. This is 
measured against the number of hours 
flying that the applicant gives, the aver- 
age duration of flight being considered 
21% hours. 

One of the Metropolitan actuaries said 
that any limit as to air travel that is de- 
cided upon should be kept secret, since 
if the agency force knows the rules, 
there will be a surprising number of 
applicants who fly just under the maxi- 
mum limit. 

The Metropolitan asks for a special 
aviation questionnaire if a man indicates 
that he does any considerable amount 
of flying. 

Mutual Benefit Practice 


Alfred J. Riley, Mutual Benefit, re- 
called that in 1931 his company decided 
to accept up to its regular limit, those 
who make 10 or less flights per year; 
for those making 11 to 15 flights there 
is a limit of $100,000; for those making 
15 to 20 flights a limit of $50,000; and 
for those making over 20 flights, an 
aviation rider must be attached. These 
rules, he said, will probably soon be 
liberalized. 

B. T. Holmes, Confederation Life, 
said most of the Canadian companies 
accept at standard rates those making 
up to 15 flights. If an applicant admits 
making a large number of flights, the 
companies fear that he has some spe- 
cial interest in aviation, particularly if 
he is a young man. 

If an applicant makes 15 flights out- 
side of Canada, he is not regarded as 
standard, because that indicates an ad- 
venturous spirit. 








Benesch Is Reappointed as 
Ohio Director of Commerce 





A. A. Benesch of Cleveland has been 
Teappointed state director of commerce 
for Ohio. The division of insurance is 
a part of this department. Mr. Benesch 
was appointed by Governor Davey in 
January, and retired July 1, without 
aving entered upon his duties, because 
of illness, although he was carried on 
the state payroll for the entire period. 


Wood for Rate Increase 


In reporting the remarks of W. A. P. 
Wood, actuary of the Canada Life, at 
the meeting of the American Institute 
of Actuaries in connection with the 
Problem of interest yield and premium 
tates, he was made to appear as urging 
; € non-participating companies to re- 
duce their premium rates. The reverse 
18 true. Mr. Wood feels strongly that 
non-par rates should be increased and 
im appearing before the actuaries, he 
urged the companies to take that step. 





A. H. Kahler, a i 
. gency superintendent, 
and A. L. Portteus, vice-president Indi- 


anapolis Life, visited agencies at Dal- 
Worth, San Antonio and Hous- 


las, Fort 
ton, 








Insurance Week Publicity 
Is Reported by M. A. Linton 


The report of M. A. Linton, president 
of the Provident Mutual Life, on 1935 
Life Insurance Week, during the an- 
nual meeting of the Research Bureau 
and Life Agency Officers in Chicago, 
consisted of an attractive brochure, 
well illustrated. Mr. Linton was chair- 
man of the insurance week committee. 


Many Newspapers Used 


Copy appeared in the newspapers of 
351 cities, a total of 655 newspapers 
being used. The total circulation was 
31,500,000. Every city with a popula- 
tion of 25,000 or more and every city 
with a life underwriters association and 
every city with a home office of a con- 
tributing company, were covered. Post- 
ers and booklets were put out. Radio 
was used. There was a message from 
Secretary of Commerce Roper, many 
meetings were held, newspapers gave 
free publicity. There were many win- 
dow displays. Individual agents and 
life underwriters associations inserted 
advertising. Outdoor advertising was 
used. Mr. Linton said the cooperation 
of the local life underwriters associa- 


tions was most important and he paid 
his respects to the agents for their part 
in the program. 


Protest Claim “Ad” 


Detroit life agents are much disturbed 
over a newspaper advertisement for the 
Community Drive telling how the Legal 
Aid Bureau had assisted a widow in col- 
lecting a $1,000 life insurance death 
claim. H. B. Thompson, secretary- 
manager of the Qualified Life Under- 
writers, received many complaints from 
agents. He protested to the Legal Aid 
Bureau that not one claim in a thousand 
is contested by the companies, and that 
the case featured was injurious to the 
life insurance business as it does not re- 
flect the true situation. 


The women’s tennis championship of 
the Mutual Benefit Life, has been 
awarded to Helen Jones for the fourth 
time. Through her victory this year, 
Miss Jones gains possession of the “Peli- 
can Club Trophy.” 





Studies How Much Can 
Be Spent for Business 














The large question of how much the 
agency department can spend for busi- 
ness was treated by L. S. Morrison of 
the Sales Research Bureau, in an ad- 
dress before the annual meeting of his 
organization in Chicago. At the close 
of the session, an outline was distrib- 
uted giving the results that the bureau 
has obtained so far in analyzing the 
problem. 


Problem Is Visualized 


He undertook to visualize the prob- 
lem by considering the company as 
consisting of two parts, an old company 
and a new company. The new company 
must call upon the old company for its 
development work. The old company, 
in making the advance, is justified in 
demanding 4 percent interest and liqui- 





Your prospect 


of his policy. 





Home Office : 


What Have You to Offer? 


expects far more 


than a perfunctory explanation of a 
policy form and subsequent delivery 


He wants information about 
it and how it will help 
him. He wants you to ad- 
vise him on the kind of 
protection he should buy. 


Further, he expects you to 
tell him of new develop- 
ments in Life Insurance, 
if they affect him. Can 
you do this? 


He might conceivably 
buy some more 


The Prudential 


Jusurance Company of America 


EDWARD D. DUFFIELD, President 


Newark, New Jersey 
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dation of the loan in a period of 15 or 
20 years. 

The new company may not be able 
to meet the obligation if it acquires 
good business at too high a price, if it 
pays what looks like a reasonable price 
for business which proves to be of in- 
ferior quality and earning power and if 
it gets too much business and hence ab- 
sorbs capital faster than the old com- 
pany should or can supply it. 

In the outline, there was worked out 
in detail an asset share calculation for 
a $2,500 ordinary life policy at age 35. 
It is non-par, based on the American 
experience net level 314 percent reserve, 
with a premium of $20.82. The mor- 
tality has been taken as 75 percent of 
the American men select and ultimate, 
grading upward to 100 percent at age 
70, interest at 4 percent. Persistency 
follows M. A. Linton’s B. The agency 
expense is standard New York general 
agency scale plus an expense allowance 
of 10 percent of first year premium. 

With these specifications the total net 





first year investment (over and above 
the premium) is $14.66 per $1,000. Ac- 
cumulated at 4 percent interest, this pol- 
icy breaks even in the seventh year, and 
by the end of the 20th year it has earned 
a profit of $19.42 per $1,000. 


Has Twelve-Year Record 


W. B. Gorby, agent in West Alexan- 
der, Pa., for the Lincoln National Life, 
has completed 12 years of consecutive 
weekly production. Mr. Gorby ranks 
fourth in his company’s C. W. P. Club. 


Handwriting Expert Scheduled 


Wilbur F. Turner of Boston, expert 
on handwriting, addressed the meeting 
of the Boston Life & Accident Claim 
Association. 


Group insurance for Oklahoma City 
employes of all governmental depart- 
ments is being considered. Harlan Deu- 
pree, municipal counselor, is studying 
the matter. 
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Drop Is Found in 
Sale of Annuities 


Actuaries Report Decrease in Re- 
cent Months Although 1935 
Is Still Ahead 


CONVERSION IS FAVORED 


Speakers at Institute Meeting in Chi- 
cago Advocate Changing Retire- 
ment Annuities to Life Policies 


That the sale of annuities has de- 
creased materially during the last few 
months; that a decreasing dividend 
scale is to be expected under partici- 
pating annuity contracts and_ that 
changes of retirement annuities to life 
policies should be encouraged were in- 
dicated in the discussion on the sub- 
ject at the meeting of the American In- 
stitute of Actuaries in Chicago. 

D. N. Warters, Bankers Life of Iowa, 
said his company had experienced a fa- 
vorable reaction to the issuance of par- 
ticipating annuities. Such contracts, he 
maintained, will remove cause for re- 
sentment on the part of annuitants if 
interest rates should go up. 

He urged that since participating an- 
nuities are new, and the companies are 
making a fresh start, that they avoid 
introducing inconsistencies into their 
dividend distribution. 


Seales Will Decrease 


The current factors will most likely 
produce a decreasing dividend scale 
with duration, he said. He contended 
there is no disadvantage in the decreas- 
ing scale if it follows the facts of the 
situation. The longer an annuitant lives, 
the less he should expect in the way of 
dividends and as a matter of fact, the 
less he is likely to need. 

F. D. Kineke, Prudential, said in his 
company annuity premiums for the first 
nine months of this year are double the 
writings for the same period last year. 
However, in the last three months, the 
writings have been only 50 percent of 
last year’s premiums. On annual pre- 
mium retirement annuities there has 
been an increase of 6 percent in the 
nine months, but in the last six months 
the writings of this class have been less 
than half of what they were for the 
same period a year ago. There was a 
big bulge in January and February that 
accounted for the nine-month increase. 

Mr. Kineke contended that the com- 
panies should encourage conversion of 
retirement annuities to life policies. 
Many retirement annuities, he said, were 
placed for temporary purposes. Fairly 
simple rules should be adopted govern- 
ing conversion. 


Fewer in Canada 


W. A. P. Wood, Canada Life, said in 
his company the immediate annuities 
written in the first nine months of last 
year were $8,000,000 and the same pe- 
riod this year they were only $2,400,000. 
The deferred single premium annuities 
written in the nine months of 1934 were 
$1,900,000 and only $500,000 in the nine 
months this year. On the annual pre- 
mium annuity form there has been a 50 
percent drop. He said he favors con- 
version of retirement annuities. Many 
of these contracts were taken as a tem- 
porary expedient. If converted to life 
insurance, they would be more likely to 
continue. There is less tendency to cash 
in a life policy than an annuity. In con- 
verting, he contended, premiums, com- 
missions and dividends should be taken 
into account, If cash surrender values 
are taken into account as well, there 
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PAUL F. CLARK 


Paul F. Clark, Boston general agent 
of the John Hancock Mutual Life and 
past president of the National Associa- 
tion of Life Underwriters, has been 
named chairman of the committee of 
arrangements for the National associa- 
tion convention to be held in Boston 
next September. Paul S. Burns, Mutual 
Life of New York general agent, has 
been named treasurer of the Boston 
committee. 








may be errors since surrender values are 
more liberal under annuity contracts. 

A representative of the Equitable 
Life of New York said he is not sure 
whether participating immediate annu- 
ities will prove to be satisfactory. The 
1935 annuity volume of his company is 
much less. There is a drop in the sale 
of immediate annuities, which he at- 
tributed to a decrease in commissions 
and an increase in rates resulting from 
a change to the participating plan. He 
said that unfavorable reaction of policy- 
holders may develop when as and if the 
dividend scale decreases, since annuities 
are purchased with a certain guaranteed 
income and dividend in mind. 


Experience in England 


Arthur Pedoe, Canadian actuary for 
the Prudential of London, remarked 
that the volume of annuity sales is little 
affected by charging less attractive rates. 
In England in the last two or three 
years there has been an incentive for 
wealthy men to escape taxation by in- 
vesting in annuities. He contended that 
the annuity rates should be gauged by 
the interest rates that can be earned on 
new funds. He expressed the belief that 
cutting commissions on annuities is not 
likely to reduce the total volume of 
business, since the agent of the com- 
pany reducing the commission will 
merely broker annuities with other com- 
panies that pay more liberally. 


New Medical Examiners’ Book 


Dr. Albert Seaton, medical director 
of the American Central Life, is author 
of a new book entitled, “The Successful 
Examiner,” from the press of the Rough 
Notes Company of Indianapolis. This 
is a book to assist the medical exam- 
iner in solving some of the practical 
problems of his work in connection with 
life insurance. It gives him information 
on some of the fundamentals of life 
insurance practice so that he may_be- 
come more competent in his work. It is 
a popular book, easy to digest and will 
be welcomed by most medical an 
agency departments. Dr. Seaton 15 
widely and favorably known among in- 
surance medical men. The book has 75 
pages, sells for $1 per copy and can be 
purchased from THe NATIONAL UNDER- 
WRITER. 
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Buyers Changing Minds 


‘ People, as in All Other Particulars, 
General Agent Northwestern National Are Not Inclined to Insurance Static 








—_ 





I have read with interest in the Nov. 
1 issue the report of Arthur Coburn’s 
recent talk before a Texas gathering. 
His statements deal with facts, not fic- 
tion, and that in itself is rather unique 
within the field of public expression _in 
the life insurance business. Mr. Co- 
burn’s training and experience are such 
that his words must command a great 
deal of respect. My own experience of 
some 20 years in this business has been 
limited almost entirely to field work, 
and it is presumptuous for me to attempt 
to qualify in any measure statements 
coming from Mr. Coburn. Nevertheless, 
I venture to suggest one line of thought 
on this subject of present unsatisfac- 
tory agency methods. 










Human Nature in the Mass 








ae ‘ 
Intimate contact with many thou- 

sands of human beings, in all walks of 

life, has convinced me that human na- 

agent ture is about as fixed a quality as any- 
fe and thing of which we have knowledge. 
$SOCia- People, in the mass, change hardly at 
been fF all over centuries of time. We, in the 

ee of life insurance business, have long since 
SOcia- learned to rely upon known psychologi- 
soston cal reactions of the prospect to our es- 
futual tablished lines of approach. From my 
, has own experience I know this to be as 
oston true today as it was 20 years ago. Why 
then should not we accept the truth 

that the buyer of life insurance will con- 

' tinue in the future to do just about as 

-s are — he has in the past? On past conduct, 


ts. 4 going back I presume to the inception 





itable fF of this business, the buyer will tire of 
sure — his “bargain” before many years have 
annu- fF passed, and will find some excuse 
The a to make a new purchase. The so-called 
ny is — “twister” may hasten the day of change 
sale — a little in some instances, but far oftener 
> at- FF it is nothing more than that shortcom- 
sions — ing of human nature which prompts 
from § purchase of new clothes before old are 
He §© worn out, a new automobile while the 
licy- J) old still runs well enough, a dip into 
f the §) savings account or loan value in order 
— + to enjoy the new while it is new. 
ite 
" Will Not Prolong Policy Life 
Nothing that is attempted within 
agency ranks along the lines suggested 
for by Mr. Coburn will, in my humble opin- 
rked =f) ion, bring about the change in human 
ittle nature necessary to prolong the life- 
tes. time of the average policy beyond the 
hree ff present seven or eight year period. 
for I do not mean to hold that there is 


not room for considerable “reform” in 
agency ranks, but I do claim that no 
“reform” is possible which will serve 
to accomplish anything worthwhile in 
this matter of preventing buyers from 
changing their minds regarding earlier 
of _ purchases. It is my _ belief that far 
more can be accomplished inside the 
home offices than is possible in the 
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ym- field. Let the companies so shape their 
courses of action, from one end of the 
business to the other, that the public 
has a fair deal even though it changes 
: } Its mind at the end of seven. years, or 
tor | five years, or even two years. Let the 
10r companies revise rates and contracts, 
ful revamp commissions, accept the pres- 
gh ent investment trend as being a perma- 
his nent one, and place the buyer in the 
m- Position that he may change his mind 
cal ' without appreciable penalty almost 
th ' from the inception of his purchase. 
fe Protecting the Insurance Buyer 
e- _Granted that any enlargement of 
is rights in favor of the buyer is in the 
ill _ Opposite direction from present trend, 
id nevertheless it is the one and only way 
1s of heading off the inevitable investiga- 
“e tion and unfavorable publicity now 
5 Pointed in our direction. And admitting 


that enlargement of buyers’ rights must 
come primarily from reduction in ac- 





successful field man would be _ better 
compensated in the long run if he had 
better contracts to sell. A smaller 
profit per unit of business often results 
in a greater aggregate profit, at least, 
where the advantage of lower cost is 
passed on to the buyer. I believe that 
it would be possible to keep business 
on the books as long under liberal with- 
drawal rights as under stringent ones. 
In fact, persistency records of compa- 
nies prove that. 


Buyers Will Change Their Minds 


I repeat, let the companies accept the 
fact that buyers will change their minds 
and contracts within a comparatively 
short time—on the average—and let our 
contracts (policies) reflect that trait of 
human nature by making such change 
possible without penalty of consequence. 
And let the companies absorb the costs 
of such liberalization in the ways it 
should be absorbed, through lowered 
acquisition and overhead costs. 

There is nothing any one or few in- 
dividuals can say which will bring about 
a change in present agency and com- 
pany methods. There are too many of 
us to act in agreement, and only another 
1906 will serve to really accomplish any- 
thing in the way of change. We will 
be fortunate indeed if we emerge from 
the next investigation without becom- 
ing subject to civil service or political 
patronage of our ambitious Uncle Sam. 





Much Interest in Theory 
Saturation Point Is Here 








A study made by L. S. Morrison of 
the Sales Research Bureau, indicates 
that a point of stabilization may have 
been reached in life insurance, not by 
the depression alone, but by the in- 
evitable approach to the saturation 
point. His conclusions appear in the 
latest issue of “Managers Magazine,” 
and was referred to by several speakers 
at the agency officers meeting in 
Chicago. 

In order to maintain the same rate 
of increase that has prevailed during 
the past 25 years, the present amount 
of insurance in force must be multi- 
plied by something like 3% times. 

“Either the rate of increase must slow 
up and tend to bring stabilization or 
we must be prepared to deal with fig- 
ures of astronomical magnitude,” he ob- 
served. 


Grow at Competitors’ Expense 


From 1907-18 the rate of increase was 
about 10.4 percent annually. From 
1918-25 it was increased to 16.8 percent. 
From 1925-30 it was 3.68 percent. From 
1930-33 there was a rate of decline of 
about 3.7 percent yearly. 

If the saturation point did come, the 
production year after year would not 
show any great variation from a rela- 
tively uniform amount. Insurance in 
force would remain fairly constant. The 
principal danger from the agency point 
of view would be the failure to recog- 
nize that point when it came, because 
the methods that succeed in a period of 
expansion might fail in a period of sta- 
bilization. As the rate of growth slack- 
ens, it becomes more difficult for the 
individual company to grow without 
increasing its proportionate share of the 
available total. If the company, agency 
or agent is desiring to grow, it can no 
longer depend, along with everybody 
else, on a general increase, but can 
grow only at the expense of a weaker 
competitor. 

Those who did grow would do so 


their ability, efficiency and competitive 
power. 

“Does not this indicate that attention 
to cost and improvement in quality of 
man power will assume an ever increas- 
ing importance?” he asked. 


State Mutual Medical Department 


The State Mutual Life has announced 
a change in its medical department, Dr. 
C. D. Wheeler, who has been connected 
with the company since 1906, has 
reached the retirement age of 70 and 
is retiring from active work. He has 
been appointed medical referee, being 
consultant and advisor. Dr. H. H. 
Amiral, assistant medical director since 
1929, has been appointed medical di- 
rector. 

Dr. Wheeler was born in Worcester 
Nov. 9, 1865. He graduated from Wil- 
liams in 1888, and from Harvard Med- 
ical School in 1892. He became asso- 
ciated with the State Mutual as 
medical examiner, and in 1912 was ap- 
pointed assistant medical director. He 
became medical director on Jan. 15, 
1924. 

Dr. Amiral became associatd with the 
State Mutual in 1929 as assistant med- 
ical director, after a wide experience in 
medical work. He is a graduate of 
Harvard Medical School, class of 1915, 
and served his interneship in Boston 
City Hospital. 








Louisiana Examiner 


Stopped in Washington 


Commissioner ‘Sullivan instructed the 
Northwestern Mutual Fire of Seattle to 
retire from Louisiana rather than to sub- 
mit to an examination by its representa- 
tive who appeared at its office last week. 
He also intended to examine the Gen- 
eral Fire of Seattle. When Examiner 
Vaughn was told this, he left for the 
east to examine the Pearl Assurance. 

At the annual meeting of the Insur- 
ance Commissioners Convention at Seat- 
tle in executive session, complaint was 
made that the Louisiana department was 
sending out examiners here and there 
without rhyme or reason, thus increas- 
ing the expense of companies when there 
was no reason for such investigation. 
The purpose seemed to be to give jobs 
to political workers who pose as exam- 
iners. A committee of five southern 
commissioners was appointed to visit the 
Louisiana authorities and endeavor to 
get cooperation so that the state would 
recognize convention examinations and 
interstate ethics. Evidently the com- 
mittee had no effect. Commissioner Sul- 
livan notified the examiner that the cost 
of his examination would equal the gross 
premiums of the Northwestern Mutual 
Fire in Louisiana for a year. 
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¢ Performance - 


VER $100,000,000 has been paid 
to policyholders and their bene. 


ficiaries by The State Life Insurance 
Company of Indiana, from date of or- 
ganization, September 5, 1894. In 1934 
payments to policyholders and bene- 
ficiaries totaled over $7,300,000. Forty 
years of dependable performance indi- 
cates the strength, security and prog- 
ress of this time-tried, purely mutual 
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Developing An Organization 


Ir wit pay any home office official or 
manager to read the address that President 
ArtTHuR F. Hatt of the Lincotn Na- 
TIONAL LiFe gave before the annual meet- 
ing of the AMERICAN LIFE CONVENTION in 
Chicago inasmuch as he dealt entirely 
with builditig an organization. President 
Hatt has been outstanding in his 
achievement in developing an all-around 
body of men. In the first place, he has 
never been fearful of any other officer 
getting his position. He has delegated 
authority up and down the line and yet 
in the end he has been the deciding 
factor. However, in passing on re- 
sponsibility to his associate officers and 
not demanding that they run to him 
for decisions unless of. paramount im- 
portance, he has succeeded in con- 
structing a real organization of notable 
people. This'same talent under another 
regime would have become dependent 
and would not have become a big fac- 
tor in company work. President Haty 


has seen the desirability of training men 
to think for themselves, who learn to 
be wise in their judgment and who are 
not merely “yes” men. 

There are two types of organizations. 
One represents a well developed body 
of people, working in unison, each as- 
suming responsibility. The head of the 
organization simply keeps the machin- 
ery going without giving very many 
commands. He is the deciding factor 
on questions of policy and those of 
great importance. The other type of 
official is one who desires to settle 
everything himself, even some of the 
details and who hesitates to delegate 
authority to anyone. That becomes a 
one-man institution and in our opinion 
it is a weak sort of a proposition. 

President Hatt in his notable address 
went into some length as to the man- 
ner in which he had constructed his or- 
ganization and told how he had de- 
veloped these forceful people about him. 


Need for Playing Safe 


Lire companies are justified in playing 
perfectly safe these days. Some of them 
are reducing their legal interest assump- 
tion. Others have reduced their policy 
dividends. Others have increased their 
rates. There have been more stringent 
requirements regarding single payment 
contracts. 

Life companies are confronted with 
very serious problems, especially along 
investment lines. They cannot change 
their program in the middle of the 
stream. They are obliged to carry out 
long term contracts. They enter into 
relationships with the policyholders to- 
day that may continue for 25 years or 
more. After all, what policyholders are 
chiefly interested in, so far as their life 
insurance is concerned, is security. To- 
day people are seeking some institution 
or some platform that is safe. They are 


groping about with the hope of finding 
something to which they can cling and 
feel that it is secure. Legal reserve life 
companies offer the most desirable me- 
dium today in that they are secure as 
human hands can make them. Legal reserve 
life companies are regarded as the very 
bulwark of civilization. They represent 
the highest form of cooperative effort. 
They exemplify the affection of one for 
his dependents. In many instances it can 
be said that the payments to life com- 
panies are a real sacrifice. People are 
willing to make their deposits to create 
an estate either for old age or for de- 
pendents. For this reason, every pos- 
sible bulwark should be placed about a 
life company to maintain its stability 
and to insure its permanence. Life in- 
surance should be removed as far as 
possible from all speculative instincts. 


Neglecting;the Average Prospect 


A LIFE MAN from one of the smaller 
Pennsylvania cities writes: 

“It seems to me that the ‘million dol- 
lar’ producers have done the life insur- 
ance business as a whole a great deal 
of harm. Their methods are not for the 
small man contacting small men, The 
average life insurance agent is more 
harmed than helped by social connec- 
tions, big men’s friendships, etc., be- 
cause he begins to live in the land of 
hopes and promises. The easiest pros- 
pect for an average man to sell is the 
perfect stranger. In other words ‘cold 
turkey’ prospects. Why are the man- 
agements so afraid of the hard way? 


Because they don’t like it and some can’t 
do it and you can’t get an organization 
to do something you won’t do your- 
self.” 

This is sound sense. The life insur- 
ance business and the life agent exist for 
the average man with true life insurance 
needs. There are too few agents in 
small cities and large putting in six or 
eight hours a day of steady work cul- 
tivating the average individual who is a 
prospect for from $3,000 to $10,000 in- 
surance. Too many are trying to reach 
the man with accumulated capital: and 
transferring it into life insurance funds 
as an investment and too little effort is 





being given to soliciting the man of 
average and small income who somehow 
squeezes out enough of that income for 
life insurance purposes to lay a sound 
foundation for taking care of his future 
obligations and responsibilities. As the 
writer says, “the average life insurance 
agent is more harmed than helped by 
social connections, big men’s friendships, 
etc., becauses he begins to live in the 
land of hopes and promises.” 

Many alleged salesmen of this type 
are being driven out of the larger 
agencies where they are merely the 
drones of the hive; those who are doing 
theselves and their families an injustice 
in continuing in life insurance work 


 — 
when they are not prepared or Willing 
to put in a hard day’s work each day; 
systematically working with the averag, 
prospect. 

It is a time for readjustment to actu 
conditions as they exist. The day hy 
gone by when an agent is justified 
giving the major part of his time 4 
readjustment and rewriting the old poj. 
cies, seeking out only the man who ha 
money stored away and neglecting th 
man with real life insurance needs wh 
feels that he and his family want a ng 
automobile or a new radio or a pe 
refrigerator more than they want pn. 
tection against future contingencies x 
fecting themselves and their famili« 
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PERSONAL SIDE OF BUSINESS 





Forty-five years of continuous serv- 
ice with the Mutual Benefit Life, is 
being rounded out this month by Day- 
ton K. Price, assistant mathematician 
at the home office. 


Dr. E. S. Williams, who became as- 
sociated with the medical department of 
the Life Insurance Company of Virginia 
in November, 1934, has been named as- 
sistant medical director of the company. 
He is a son of the late Dr. E. C. Wil- 
liams, first state health commissioner 
of Virginia. 

When J. S. Hale, actuary of the 
Northwestern National Life of Minne- 
apolis, arrived at his office Nov. 8, it 
marked the beginning of his 31st year 
with that company. Following his 
graduation from Beloit College in 1905 
Mr. Hale took a position as a clerk 
with the company. He has been its ac- 
tuary since 1918. 


John F. Keen, manager for the Eu- 
reka-Maryland Assurance of Baltimore 
in Detroit had a narrow escape from 
suffocation last Friday when bandits 
locked him in the office vault after rob- 
bing the cash drawer of more than $500. 
Forty-five minutes later, when the air 
was getting thin in the vault, Mr. Keen’s 
secretary returned from lunch and re- 
leased him. 


O. J. Arnold, president of the North- 
western National Life, is chairman of 
the Will Rogers Memorial fund drive 
in his section. R. C, Budlong, pub- 
licity manager of the Northwestern Na- 
tional Life, was named radio chairman 
in the enterprise. 


Arthur L. Smith, 79, Arkansas man- 
ager of Reliance Life of Pittsburgh since 
1910, died at his home at Little Rock 
after an illness which became serious 
last June. Mr. Smith was a native of 
Pennsylvania and a resident of Arkan- 
sas the past 40 years. 


P. G. Teeple of Marquette, Mich., 
general agent of the Northwestern Mu- 
tual Life, has rounded out 40 years in 
life insurance. Agents in his district 
met with him the other day to outline 
plans for increased production and_to 
commemorate his anniversary. The 
Teeple agency was established in 1876 
and has been continuously in existence. 
For over 40 years it has been under 
the management of P. G. Teeple. The 
first contract with the Northwestern 





—., 


Mutual was made in 1876 with Pete 
White and that with Mr. Teeple wa 
dated in 1895, they being in partnership 
for five years. Mr. Teeple then took 
over the entire general agency. He hy 
all the upper peninsula and four cow: 
ties in lower Michigan. He is regarded 
as one of the successful life men of 
his section. 

Mrs. Louise A. Monroe, wife of J. ¢ 
Monroe, superintendent of agencies oj 
the Midland Mutual Life, died at he 
home in Columbus after being confined 
to her bed seven months. The coupk 
celebrated their golden wedding anni. 
versary last December. 

L. C. Mersfelder, Oklahoma City 
state agent of the Kansas City Life for 
17 years, has returned from his annua 
pilgrimage to the mountains of Nev 
Mexico with two black-tailed deer, and 
will hold his annual venison feast Dec.3 

The home office will be represented 
by Medical Director H. A. Baker, Actu- 
ary J. A. Budinger, Walter Cluff, edu. 
cational director, J. F. Barr, vice-presi- 
dent and agency superintendent. 

Insurance Commissioner W. V. Knott 
of Florida had an unfortunate experi 
ence when a car in which he and ar 
other state official were riding kilied a 
man who walked in front of the cat 
without warning. 








The Indianapolis Life during Novem: § 
ber is celebrating its 30th birthday. The : 


company issued its first policy Nov. 20, 
1905, which was paid as a death claim 
about six years ago. Sales for the first 
ten months of 1935 increased 11 per 
cent. 

Representing a total service of more 
than 32 centuries, 111 members of the 
Union Central Quarter Century Fellow. 
ship held its annual meeting at the home 
office. It consists of officers and em 
ployes who have been with the company 
25 years or longer. Including 68 per- 
cent of the officers, the roster’ contains 
23 officials, or 27 percent of its member- 
ship. Among them are Jesse R. Clark, 
Jt., chairman of the executive commit: 
tee; President W. Howard Cox: Vice: 
Presidents E. E. Hardcastle, Charles 
Hommeyer and William Muhiberg; H. 
L. Hodell, treasurer; J. R. L. Carring- 
ton, actuary; j. C. Hatfield, auditor; 
and John L. Shuff and Clarence Mur- 
phy, directors. Oldest employe in point 
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of service is George F. Hollenberg, 
assistant secretary, who joined the com- 
pany 43 years ago. 
Charles Sawyer, former lieutenant- 
governor of Ohio, prominent in the 
affairs of the Union Central, is expected 
to announce his candidacy for the Dem- 
ocratic nomination for governor in 1936. 


—— 


Charles M. Spencer, 37, an examiner 
in the Indiana insurance department, 
died recently in an Indianapolis hospital 
where he underwent an operation. 


— 


A. B. (Happy) Chandler, former re- 
ceiver for the Kentucky Home Life and 
active in the reorganization of that 
company about two years ago while 
lieutenant governor of Kentucky, was 
elected governor of Kentucky. 

Garth K. Ferguson, LaCenter, Ky., a 
former life general agent at Louisville, 
at one time connected with Manhattan 
Life, becomes commissioner of agricul- 
ture. 

William G. Gooderham, president 
Manufacturers Life of Canada, the Bank 
of Toronto and the Canada Permanent 
Mortgage Corporation, died in Toronto. 

Vincent B. Coffin, superintendent of 
agencies Connecticut Mutual Life, met 
with 25 agents at a luncheon in In- 
dianapolis. He summarized the lessons 
of the depression and discussed future 
trends in insurance selling. A special 
effort was put on in his honor and 21 
applications for $94,000 of new business 
were written in one day. C. and 
Claude C. Jones are Indianapolis gen- 
eral agents, 


_ 


In observing the 60th anniversary of 
the Prudential in October a contest was 
staged between the Indianapolis and 
Rochester, N. Y., ordinary branches. 
Honors were about evenly divided as 
the Indianapolis office under Manager 
Carl F. Maetschke was high for the 
month with $1,145,000 of new business 
against Rochester’s $780,000, while 
Rochester received the greatest num- 
ber of applications, 163, to Indianapolis’s 
143, 





Named to Peninsular 


Life Home Office Staff 














W. W. ALDERMAN 


B. B. Hudnall has been appointed di- 
rector of agencies in the ordinary de- 
partment of the Peninsular Life of Jack- 
sonville, Fla. He has had experience 
with the Travelers, Metropolitan Life 
and Acacia Mutual. 

W. W. Alderman becomes head of 
the underwriting and claim departments. 
He has been secretary of the Pilot Life 








NEWS OF THE COMPANIES 





Attack on the Cosmopolitan 





Issue Arises Over Payment on Thrift 
Certificates That Matured 
in 1933-34 





LINCOLN, NEB., Nov. 14.—Presi- 
dent Jack Matthews of the Cosmopoli- 
tan Life of this city, is defendant in an 
action for $70,000 brought by six hold- 
ers whose contracts expire next year. 
President Matthews alone is defendant 
although the petition recites that the 
acts complained of were those of the 
directors. However, as chairman of the 
board and chairman of the executive 
committee the petition states that Presi- 
dent Matthews is responsible for all 
trust funds. The claim is made that 
he permitted and helped authorize the 
distribution in 1933 and 1934 of the sum 
named to holders of certificates matur- 
ing in those years and that this money 
formed part of a trust fund held for the 
benefit of all holders. It is alleged that 
the payments were in excess of what 
the holders were entitled to receive. 


Started as Thrift Company 


The Cosmopolitan Life started as a 
thrift company. It sold certificates 
guaranteeing repayment at the-end of 
10 years, if all payments of $1 a month 
on each unit were kept up, of all monies 
paid in, together with the proportionate 
share of interest earnings on the prin- 
cipal, and also savings from lapses, 
withdrawals, withdrawal values and in- 
terest thereon compounded annually. It 
has more than 12,000 of these transac- 
tions outstanding. 

Later the plaintiffs amended their 
petition so as to make the company a 
defendant along with Mr. Matthews. 





Try to Rehabilitate Company 


A final meeting of Federal Union Life 
stockholders has been called Nov. 18 
at Cincinnati for the purpose of securing 
additional capital to rehabilitate the 
company and to elect directors. The 
holders of over one-half the outstanding 
shares of stock have already pledged 
their support. 





Pacific Mutual Proceedings 


LOS ANGELES, Nov. 14.—Some 
have misunderstood the formal legal 
proceedings before the California com- 
missioner brought by the Pacific Mu- 
tual Life. It is merely securing official 
consent to complete the legal steps 
necessary in reducing the par value of 
the capital stock as approved by stock- 
holders some time ago. There is to be 
no increase in capital and it is not sell- 
ing any additional shares. ‘The execu- 
tory contracts mentioned in the legal 
proceedings have reference only to con- 
tracts to purchase company stock by 
employes under the employes stock 
purchase plan. 





Directors Are Elected 


The Columbia Life of Cincinnati has 
elected two new directors, succeeding 
the late O. F. Barrett, and A. J. Koeppe, 
actuary, who will retire and devote him- 
self to his duties as associate actuary of 
the Union Central Life. The new Co- 
lumbia Life directors are S. F. Stephen- 
son, capitalist, Cincinnati, and F. P. 
Atkins, president and treasurer Atkins & 
Pearce Manufacturing Company, Cin- 
cinnati. 





New House Organ 


The Union Mutual Life of Maine has 
a new house organ, the “Headlight.” It 
is printed on eight letter size pages. 
One of the feature articles is on six 
main points in writing juvenile insur- 
ance. Another deals with the huge field 





and was chief underwriter for 10 years. 








of women prospects. 


Temporary Order Permanent 





Federal Court Takes Complete Charge 
of Defunct Detroit Life 
Affairs 





LANSING, MICH., Nov..14—The 
Michigan department with the consent 
of Commissioner Ketcham, has been di- 
vorced from further direct control of 
affairs of the defunct Detroit Life as a 
result of an order of Judge Moinet of 
United States district court at Detroit 
making permanent a temporary federal 
court receivership. A. Reynolds, 
former president, who was named tem- 
porary receiver, was continued perma- 
nently in that office. 

Consent to transfer of the receiver- 
ship from circuit court to federal juris- 
diction was given by the commissioner 
only after radical amendments had been 
made in the bill of complaint. All alle- 
gations were deleted except those di- 
rectly pertaining to the questions of 
jurisdiction and the company’s financial 
condition. 

Commissioner Ketcham filed an an- 











swer in which he neither affirmed nor 
denied the federal court’s jurisdiction. He 
acceded because of solicitude for policy- 
holders and other creditors who, he 
feared, would be damaged by protracted 
litigation. 

The court ordered Receiver Reynolds 
to present a plan for reinsurance as 
soon as possible and ordered all pre- 
mium deposits paid kept in a separate 
fund to assure policyholders of full pro- 
tection. 





Reorganization Is Invalidated 

The Illinois appellate court, third dis- 
trict, has found that steps taken by the 
Hancock County Mutual Life Associa- 
tion to become a legal reserve concern 
were invalid. The court directed that 
no money should be paid Taylor, under 
his contract. He was engaged to assist 
in the reorganization. The case was 
Bale, et al, vs. Hancock County Mutual 
Life Association, et al. ; 

The proceedings looking to reorgani- 
zation were taken at a meeting on Dec. 
19, 1933. That meeting, the court 
found, was illegally organized and the 
action of such meeting was illegal and 
void. The Illinois law provides that_so- 
cieties such as the Hancock Mutual Life 
may not employ agents in soliciting or 
procuring members, except in organiz- 
ing and building subordinate bodies or 
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THE ETAIOPIANS NEED ARMS! 


So do Americans. And we need legs, and 
eyes and ears and everything else that goes 


to make up healthy, useful minds and bodies. 


Unfortunately several million Americans 
each year die or are badly crippled through 
accidents. Columbian National representa- 
tives can't very well prevent these mishaps, 
but they can—and do—provide accident in- 
surance to pay the hospital's and doctor's 
bills, and to take the place of the earning 


power which the unfortunate ones so often 
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granting members inducements to pro- 
cure new members. 
Taylor were not for the purpose of or- 
ganizing subordinate bodies and he was 
not a member of the society. He under- 
took to contract for services which the 
statute prohibited the association from 
employing him to perform and the 
agreement was void. 





Buffalo Mutual Figures 


The Buffalo Mutual Life as of Oct. 1 
shows income for the first nine months 
$604,612, disbursements $670,095, as- 
sets $1,504,779, legal reserve $1,325,616, 
surplus $92,566. The income includes 
$89,561 assessment on_ policyholders. 
When the company was established on 
a legal reserve basis, it included the 
open clause in its policy giving it the 
right to make an assessment. ‘The sur- 





plus has decreased $117,378 since 
Dec. 31. 
Life Company Notes 
Frank E. Schorn, president of the 


Schorn Paint Company at Seattle, has 
been elected a director of the New World 
Life of that city. He was for 15 years 
vice-president and manager of the Seat- 
tle Paint Company. 

The Mlinois Bankers Life has com- 
pleted the transfer of its accident and 
health department from the home office 
in Springfield of the Abraham Lincoln 
Life, which it reinsured to its home 
office at Monmouth, Ill 

The Cap Rock Life is being formed at 
Roaring Springs, Tex. R. C. Brown is 
secretary and business manager. The 
company will begin issuing policies early 
in November. It has secured applications 
for more than $350,000 of business dur- 
ing the last nine weeks. 


Mutual Benefit Veterans Elect 


At the annual meeting of the Veter- 
ans’ Club of the Mutual Benefit Life, 
Henry A. Wefferling was elected presi- 
dent. Other officers are: Vice-presi- 
dent, G. R. Carson; treasurer, F. P. 
Hess; secretary, F. W. Krout. 








For clients, employees, your entire list 
of friends (and don’t forget yourself) — 
an assortment of these rich, rare cheeses 
which the Swiss Colony has so carefully 


aged in the old-time manner. Swiss, 
Brick, Limburger, Berne, Old Heidelberg, 
Camembert — all are included. Two as- 
sortments — $2.25 and $3.30, postage in- 
cluded. Money: back guarantee. Send 


——- Pictured below 
the $3.30 package. 
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LIFE AGENCY CHANGES 





Opening a Life Department 


Fred L. Gray Co. of Minneapolis Has 
Taken the General Agency 
of Central Life 








Entranee into the life insurance field 
has been announced by J. Emile Rei- 
mann, president of the Fred L. Gray 
Company of Minneapolis. The firm has 
been appointed Minnesota state man- 
agers for the Central Life of Des 
Moines. Approximately $10,000,000 of 
insurance is in force at the present time 
in Minnesota. 

The Gray Company conducts a large 
general agency operating in Minnesota, 
Iowa, northern Wisconsin and upper 
Michigan. It was organized in 1891 by 
the late Fred.L. Gray and is represented 
by more than 600 agents. The firm acts 
as northwest manager for the Standard 
Accident of Detroit and is general agent 
of the United Firemen’s, the Royal 
Exchange Assurance of London and the 
Sentinel Fire, the territory of the latter 
two companies being for Minnesota 
only. 

Other members of the firm are Frank 
J. Ney, vice-president-treasurer; W. A. 
Williams, vice-president-secretary and 
Ray G. Butts, vice-president. Mr. Butts 
joined the organization early this year. 
With his father and a brother he oper- 
ated the Butts agency of Minneapolis 
for more than 20 years, his firm being 
general agent of the John Hancock Mu- 
tual during that period. 

To accommodate this expansion the 
firm is adding approximately 1900 
square feet of floor space to its present 
office space of 7500 square feet in the 
Security building. Several employes, in- 
cluding those heretofore with the Cen- 
tral Life’s Minneapolis office, have been 
added to their present staff of 75. The 
latter’s office in the Plymouth building 
has been discontinued. 

Merle Reep, former general agent at 
Minneapolis for the Central Life with 
jurisdiction over 14 countries, remains 
as supervisor for the company in Minne- 
sota and northern Wisconsin. 


W. B. Phelps in New Position 


Veteran Travelers Manager Joins Boit, 
Dalton, Church & Hamilton Agency 
in Boston 











BOSTON, Nov. 14.—W. B. Phelps, 
for many years manager of the Boston 
office of the Travelers, has joined the life 
department of Boit, Dalton, Church & 
Hamilton, general agents of the Travel- 
ers, one of the largest insurance organ- 
izations in New England. 

In his new connection, Mr. Phelps re- 
news an association with M. E. Watson, 
who, for some years, was his associate 
in the Boston office of the Travelers 
until he left to become manager of the 
life department of Boit, Dalton, Church 
& Hamilton some five years ago. Mr. 
Phelps will have charge of the broker- 
age, life, group and annuity business. 
He is a native of Central Bridge, Scho- 
harie county, New York, and was edu- 
cated at Hiram college in Ohio. He 
first sold life insurance for the Mutual 
Life of New York and was special agent 
at Albany. Later he became Aibany 
manager of the Travelers and was trans- 
ferred to Boston as manager in 1918. 


Baird Succeeds Moorhead 


The Equitable Life of Iowa has named 
Rolin L, Baird, Oklahoma agency man- 
ager, to succeed Lloyd S. Moorhead. Mr. 
Moorhead had requested to be relieved 
on account of ill health. 








Shinn with American National 
The announcement regarding the new 











Great-West Life Opens 
New Branch in Montreal 











D’ARCY 0O. 


HUBBELL 


The Great-West Life announces a 
further expansion of its agency organ- 
ization with the opening of a second 
branch in Montreal. D’Arcy O. Hub- 
bell, who has built up a 15 year record 
with the company as personal producer 
and agency manager, has been ap- 
pointed manager. The new branch is in 
the Bank of Toronto Bldg. 








ver general agent of the Yeomen Mu- 
tual, in error stated he had gone to 
Little Rock, Ark., as a general agent for 
the General American Life. He be- 
comes manager of the American Na- 
tional ordinary department. Carroll 
Thomas has been general agent of the 
General American Life in Little Rock 
for some time. 


Floyd With Lammers 


Frederick W. Floyd has been ap- 
pointed assistant manager of the Con- 
tinental American Life in Philadelphia 
under Manager Martin W. Lammers. 
He has been associate manager of the 
E. H. Plummer agency of the Berkshire 
Life and prior to that was with the 
Provident Mutual Life, first as a clerk 
in the actuarial department, then in the 
agency department in charge of adver- 
tising, followed by three years with the 
Paret agency in Philadelphia. Mr. Floyd 
is a C. L. U. and holds the management 
certificate of the American College of 
Life Underwriters. He is a graduate of 
the University of Pennsylvania. 








‘Manhattan Life Appointments 


Several appointments have been an- 
nounced by the Manhattan Life. B. M. 
Davis becomes general agent for Dela- 
ware. He started in business with the 
Prudential in 1919 and has recently been 
with the Mutual Life of New York. 
C. A. Rukamp has been appointed gen- 
eral agent at Flint, Mich. He was for- 
merly connected with the Home Own- 
ers’ Loan Corporation. 

George Keiler is now supervisor of 
the Charles Bellinger agency, New 
York. Prior to entering life insurance 
with the John Hancock, Mr. Keiler was 
a ball player. 


Sullivan Gets Monarch Life 
Walter J. Sullivan has been appointed 
general agent for the Monarch Life at 
Cleveland. He has opened offices in 








position of J. D. Shinn, formerly Den- 


the Leader building, and will write life 


——— 


and non-cancellable accident and health 
insurance. Mr. Sullivan has had consig. 
erable experience in the life and agg. 
dent business having spent 16 years jp 
personal production and agency develop. 
ment work. Before going with th 
Monarch Life Mr. Sullivan was a part. 
ner in the Continental Underwriters 
who are general agents for the Conti. 
nental Assurance in Cleveland. 


Barry Succeeds Whitten 
Otis M. Barry of the Home Life of 
New York in Jackson, Miss., has suc. 
ceeded S. R. Whitten, Jr., as general 
agent there, the latter having been 
transferred to the New York office, 


Paul Ohlheiser Resigns 
Paul Ohlheiser has resigned his gen- 
eral agency for the Pacific Mutual Life 
at Lincoln, Neb., and will devote his 
time to personal production. The busi- 
ness of the agency will hereafter be 
handled from Omaha. 


E. L. Balz 
E. L. Balz, who began 15 years ago 
with the Missouri State Life, has re- 
signed as general agent at Omaha for 
the General American Life. 


P, H. Pilchard With Ohio State 

P. H. Pilchard of Des Moines, for- 
mer Iowa manager for the American 
Life, has been appointed state manager 
for the Ohio State Life, his first task 
being organization of a field force cov- 
ering the entire state. 











New Cincinnati Manager 
N. E. Redmond is the new division 
manager at Cincinnati for the Mutual 
Benefit Health & Accident and _ the 
United Benefit Life. He succeeds C. W. 
Walter, who has gone to Rochester as 
manager for the companies. 





W. L. Nash, J. I. O’Donnell 

W. L. Nash, who has been San An- 
tonio manager for the Northwestern 
National Life for two years, has been 
transferred to the Gulf Coast district 
which includes four counties. He will 
have headquarters in East Columbia. J. 
I. O’Donnell, who was with the Canada 
Life before he joined the San Antonio 
agency of the Northwestern, will be San 
Antonio manager. 





Callender & Sampson Named 


Callender & Sampson, Seattle local 
agency, have been named general agents 
for the Capitol Life of Denver. 

K. R. Greene has been named Wash- 
ington field supervisor for the Capitol 
Life. He will office with Callander & 
Sampson. 


Moser With Capitol Life 


Jack M. Moser, formerly with the 
Seaboard Life of Houston for four 
years, during which time he made an 
outstanding record as a_ personal pro- 
ducer, has been appointed general agent 
for the Capitol Life of Denver, with of- 
fices in the Shell building, Houston. 
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Makes its own staples. 
5000 in one loading. 
For free trial, without obligation or ex- 
pense, simply return this advertisement 
attached to your business letterhead. 
The BATES MFG. CO., 22 Vesey St, New York, Dept. BB-3 
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Minimum of $200 Permitted 
Welfare Officials and Industrial Man- 


agers Come to Agreement on In- 
surance for Relief Dependents 








DETROIT, Nov. 14.— Welfare de- 
pendents will be permitted to retain a 
minimum of $200 of insurance and where 
cancellation or surrender of insurance is 
required, sufficient value will be left in 
the policies to provide extended insur- 
ance for six months, it was agreed at a 
conference between welfare department 
oficials and a group of industrial man- 
agers. 

Dissatisfaction with the manner in 
which the welfare department had been 
handling insurance matters came to a 
head a year ago at a similar conference. 
The charge was made that the welfare 
department had been forcing the sur- 
render of insurance before welfare relief 
would be extended, although this was 
denied by welfare officials. 

A welfare official said at that time that 
the policy of the department was to keep 
an adequate amount of insurance in 
force, the department paying the pre- 
miums when necessary but where en- 
dowment or other high premium poli- 
cies were found in force, a change to a 
lower premium form was required and 
a share of the proceeds used to keep the 
insurance in force. In ordinary insur- 
ance, the department alleged that it 
allowed two years’ premium plus a cash 
reserve of $25. Where the cash value was 
above this point the policyholder was re- 
quested to borrow on it but not to sur- 
render it, he said. 

Complaints have continued to reach 
the insurance agencies, however, respect- 
ing the demands of the welfare depart- 
ment in connection with insurance. E. G. 
Eklund, manager of the Life Insurance 
Adjustment Bureau, talked on insurance 
adjustments for welfare dependents. 





Meehan Heads New York District 


James F. Meehan becomes superin- 
tendent of New York No. 4 district of 
the Prudential. He has been connected 
with New York No. 17, where he was 
assistant superintendent. He _ started 
with the Prudential in April, 1920, as an 
agent. He succeeds Henry Loeve, for- 
mer superintendent, who retired from 
the service. 

A. B. Fleischer, formerly assistant 
superintendent in Brooklyn No. 7, is 
made superintendent of Brooklyn No. 
13. He started with the company as an 
: in New York No. 7 in October, 





M. M. Reisdorf, St. Paul manager 
Metropolitan Life, was honored at a 
dinner in recognition of his completion 
of 30 years service. 


Life Advertisers Notes 


B. N. Mills, secretary of the Bankers 
Life of Des Moines, has been named 
chairman of the standards of practice 
committee of the Life Advertisers As- 
sociation. Other members are: E. A. 
Brock, secretary Great West Life, and 
Stewart Anderson, manager of publicity 
Penn Mutual. 

More than 300 panels comprising the 
advertising and sales promotion ma- 
terials of company members of the as- 
sociation will be on exlibition in Chi- 
cago during the convention of the Life 
Agency Officers Nov. 11-13. 

The Boston Mutual Life is a new 
member of the association. Its repre- 
sentative will be W. H. Moody, super- 
intendent of agencies. 





International Claim Meeting 


The International Claim Association 
will hold its 1936 meeting Sept. 14-16, 
but the place of the convention has not 
yet been determined. 











Seek Billion Mark by 1938 


Western & Southern Field Men in and 
Around Chicago Confer with 
Home Office Men 


Managers, superintendents and agents 
of the Western & Southern Life from 
a large territory surrounding Chicago 
met in that city with three home office 
men to pledge support to a sales cam- 
paign which it is hoped will raise the 
company’s business in force to at least 
a billion on May 7, 1938, when the com- 
pany will reach its 50th year. 

Vice-president C. M. Williams ad- 
dressed the gathering, conveying the 
hope of President C. F. Williams that 
the mark can be reached. 


Notes Business Improvement 


C. F. Williams, who presided, noted 
much improvement in business, the 
company this year having the best pro- 
duction record in its history. He said 
the country undoubtedly is in the midst 
of a boom, but the people generally 
are not aware of it as yet. 

A. O. Payton, superintendent of 
agents, and J. J. Doyle, manager of pub- 
licity, also were on hand from the home 
office. There was a meeting of the 15 
managers in the northern group of di- 
vision B, after which some 300 agents, 
and their managers and superintendents, 
met. 

Stukenborg Is Honored 


The gathering was a special one, 
Vice-president Williams having gone to 
Chicago primarily to do honor to E. B. 
Stukenborg, manager Douglas Park 
district, who completed 25 years with 
the company. 

At a dinner attended by managers 
and superintendents, Mr. Williams pre- 
sented to Mr. Stukenborg a gold watch 
commemorative of the occasion. 


CONVENTIONS 


Annual Convention Held by 
Southern Indiana Agency 














EVANSVILLE, IND., Nov. 14.— 
The southern Indiana agency of the 
Northwestern Mutual Life held its an- 
nual convention here with 50 attending. 

Headliners were R. P. Thierbach, as- 
sistant director of agencies, and A. A 
Brentano, Keller-Crescent Company, 
Evansville. 

Recognition was given Mrs. Grace 
Niederhaus of this city, as an outstand- 
ing woman producer, also Ralton New, 
Evansville, who is ranked as the lead- 
ing producer this year, Frank Hatfield, 
Bedford, and Alex Meyers, Evansville, 
all these having completed more than 
30 years of service. 





Arkansas Agents Meet 


Mutual Life of New York agents 
from Arkansas held a conference in 
Little Rock. J. T. Thompson, Little 
Rock manager, presided. 





National Life Agency Meet 
The National Life of Des Moines 
held its annual agency meeting in Des 
Moines this week. A production gain 
of 27 percent was shown in a three- 
month qualifying contest. 





The Canada Life’s eastern Quarter Mil- 
lion and Century Clubs, will meet on 
June 17-19 at the Log Chateau of the 
Seigneury Club in Quebec province. 





The Travelers is a new member of the 
Life Advertisers Association. C. W. Van 
Beynum, manager of the publicity de- 
partment, and Colin Simkin, assistant 
manager, will serve as its representa- 
tives. 








@ Serving in the life insurance field through 
wars, epidemics, panics, and depressions since 
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family. 


“The Ultimate Consumers” 





An authority on insurance selling has 
said that most life insurance salesmen 
forget women, the ultimate consumers of 


life insurance. 


Emphasis today is put not on insurance 
but on what it does. 


Some dwell on what it does for the 
policyholder, some on what it does for his 
State Mutual offers one contract 
which covers both contingencies and sim- 
plifies the selling job. 
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Unique Program Is Arranged 





San Francisco and Los Angeles Associa- 
tions Work Out Plan to 
Exchange Ideas 





A unique “exchange of ideas” arrange- 
ment has been worked out between of- 
ficials of the San Francisco Life Under- 
writers Association and the Los Angeles 
association, through cooperation of J. M. 
Hamill of the San Francisco association 
and H. G. Saul, president of the Los 
Angeles association. On Nov. 18, seven 
star speakers from southern California 
are to appear before the San Francisco 
group: Kellogg Yan Winkle, president 
California association; Mr. Saul; A. A. 
Dewar, president Life Managers As- 
sociation of Los Angeles; R. R. Roberts, 
State Mutual Life, who will talk on 
“Creating and Maintaining a Clientele”; 
J. R. Mage, Northwestern Mutual, 
“Closing”; Dr. C. J. Rockwell, Univers- 
ity ot Southern California, “What Must 
I Do?” and J. W. Yates, Massachusetts 
Mutual, “Minding the Gap.” 

The program provided by the San 
Francisco association before the Los An- 
geles underwriters will be held Nov. 21 
and will include addresses by K. L. 
Brackett, John Hancock Mutual; P. G. 
Young, Metropolitan Life, trustee Na- 
tional Association, who will discuss 
“The Association and Your Commun- 


ity’; J. O. Klein, Metropolitan Life, 
“The Play’s the Thing”; C. W. Peter- 
son, Phoenix Mutual, “Setting the 


Stage”; V. T. Motschenbacher, Sun Life, 
“Putting on the Act’; W. V. Power, 
Aetna Life, “Ringing Down the Cur- 
tain’; and J. M. Hamill, Equitable Life 
of New York, president of the San 
Francisco association, “Taking Curtain 
Calls.’ G. F. McKenna, Penn Mutual 
Life, is to serve as chairman. 


Cooperate With Attorneys 


Through the efforts of the civic rela- 
tions committee of the San Francisco as- 
sociation, headed by A. K. Deutsch, 
Equitable, chairman, and K. L. Brackett, 
John Hancock Mutual, advisory chair- 
man, the San Francisco chamber of 
commerce is to have a life insurance 
committee. While the personnel of the 
committee is not entirely completed, the 
following, in addition to Messrs. Deutsch 
and Brackett, have so far been appointed 
by J. M. Hamill, president of the as- 
sociation: A. S. Holman, Travelers; 
Delancy Lewis, Pacific Mutual; M. R. 
Nyman, Occidental Life; Gordon Thom- 
son, West Coast Life; F. C. Whatley, 
Aetna Life and F. A. Wickett, New 
York Life. 

It is also expected that within a very 
short time there will be a much closer 
working arrangement between the life 
underwriters and attorneys of San Fran- 
cisco, through the efforts of C. W. Peter- 
son, Phoenix Mutual, chairman of the 
association’s committee on cooperation 
with attorneys, banks and trust officers. 
Present plans contemplate a joint meet- 
ing of the underwriters and members of 
the bar association. 


* * x 
Heart o’ Texas—J. B. Baumann, Ft. 
Worth, Texas association director, spoke 
at a meeting in Brownwood. 
* * x 
Indianapolis—Lester O. Schriver, presi- 
dent National association, will speak 
Nov. 15 
* * x 


Lincoln, Neb.— Vash Young, guest 
speaker at the November meeting, also 
addressed a public meeting following the 
session. He outlined his philosophy of 
living which he said had been respon- 
sible for lifting his work out of the 
humdrum and had been rewarded by 
successful underwriting. He said from 
being unkind to himself in the matter 
of habits and thinking, he had come to 
treat himself well, and had transformed 
himself from a mere go-getter into a 
“go-giver.” 





Michigan Association Grows 





Increase Since May Indicates Largest 
Membership in History Will Be 
Attained This Year 





ANN ARBOR, MICH., Nov. 14.—In- 
dications are that the Michigan State 
Association of Life Underwriters will 
have the largest membership in its his- 
tory this year, it was brought out at the 
meeting of the board of directors, which 
includes the officers, state committeemen 
from each affiliated local association and 
the national committeeman. President 
P. J. Crandall, manager, American Life, 
Jackson, presided. The membership 
which totaled 841 in May has been grow- 
ing steadily. 

General conditions throughout the 
state were outlined by W. M. Eastcott, 
manager Sun Life, Grand Rapids, vice- 
president western zone; E. A. Poat, 
Equitable Life of New York, Battle 
Creek, central zone; W. S. Reeves, man- 
ager Union Central, Detroit, metro- 
politan area and L. A. Monks, Great- 
West, Bay City, eastern zone. 

Gain Stinson, general agent North- 
western Mutual, Flint, reported excel- 
lent progress with the state speakers’ 
bureau, which he has organized. Vice- 
president Reeves reported completion 
of the new budget for the association. 

The objectives of the local associations 
should be reduced to a minimum in order 
that the entire power of the organiza- 
tions may be concentrated on these ob- 
jectives with likelihood of their being 
pushed through to completion, H. B. 
Thompson, secretary - counsel, asserted. 
Too often underwriters’ associations 
undertake far more activities than they 
can possibly accomplish, he said. 

District meetings of the four zones 
will be held before January at which the 
special problems of the zones will be 
discussed. The next board meeting will 
be held in Lansing January 11. 

* Ok Ok 


California Caravans to Take 
Local Associations Message 





The caravan schedule outlined by Kel- 
logg Van_ Winkle, agency manager 
Southern California, Equitable Life of 
New York, president of the California 
State Association of Life Underwriters, 
and sponsored by the Life Underwriters’ 
Association of Los Angeles, covers a 
program presented by able speakers. The 
speakers are: R. R. Roberts, general 
agent, State Mutual Life; H. D. Leslie, 
general agent, Northwestern National 
Life; Phineas Prouty, Jr., Massachu- 
setts Mutual Life; W. G. Gastil, agency 
manager, Connecticut General Life; and 
Jos. Charleville, managing director, Life 
Underwriters’ Association of Los Ange- 
les. The team composed of G. L. Fisher 
and C, P. Brady, of the Van Winkle 
agency will stage a sales demonstration. 
The dates for the various meetings are: 
Pasadena, Nov. 22; Santa Barbara, Nov. 
26; Santa Ana, Dec. 6; Long Beach, Dec. 
6; San Diego, Dec. 7. At each meeting, 
President Van Winkle will present the 
caravan to the local association, intro- 
ducing J. R. Mage, Northwestern Mutual 
Life, chairman of the organization, and 
then turn the meeting back to the offi- 
cers of the local association to conduct 
the remainder of the program. 

Under the leadership of J. M. Hamill 
president San Francisco’ Life Under- 
writers Association, a similar caravan 
has been organized and will complete its 
visitations in northern California during 
November and December. 

* * * 
Judge Speaks in Des Moines 


At the luncheon meeting of the Cas- 
ualty & Surety Club of Des Moines, 
Judge Allan Herrick spoke. Gifts were 
presented George Voth, past president, 
and O. I. Williams, past secretary. C. 





C. Conlon, vice-president of the U. S. 
Fidelity & Guaranty, was a guest. 
*x* * * 


Florida—President Payne Midyette 
has called a meeting of the directors for 
Nov. 16, at Tampa. Plans will be made 
for increasing the membership and the 
1936 convention city will be named. 


* * * 


Boston—Clyde F. Gay, new Aetna Life 
Boston general agent, will speak on 
“Bringing Up the Elephant” Nov. 21. 

* * * 

St. Paul, Minn.—Roger B. Hull, man- 
aging director National association, 
spoke on “The Struggle for Security.” 


* K * 


Flint, Mich.—The name of the organi- 
zation has been changed to the Flint 
Qualified Life Underwriters, thus taking 
the name adopted by the Detroit organi- 
zation. The qualification for member- 
ship has been set at $60,000 of paid for 
business a year. D. T. Keay, Equitable 
Life of New York, was reelected presi- 
dent; T. E. Rogers, Connecticut Mutual, 
vice-president; Howard Grosbeck, La- 
fayette Life, vice-president, and J. C. 
Taunt, Crown Life, secretary and treas- 
urer. The officers and R. P. Brown, 
Mutual Life, N. Y.; H. M. Comins, Mas- 
sachusetts Mutual; Leonard McKinnon, 
National Life of Vermont, and Jack Ra- 
binovitch, Northwestern Mutual Life, 
constitute the board. J. B. Macken of 
Detroit, manager Mutual Life of New 
York, spoke at the meeting on the so- 
cial security act. 

* *K * 

Cincinnati—Life insurance is not only 
an excellent means of protecting and 
conserving estates, but it also is a great 








help in putting them in better and more 
orderly condition, according to M. q 
Eilrod, legal editor R. & R. Service, jy 
his talk on “Life Insurance and Taxa. 
tion.” Mr. Elrod also pointed out that 
agents in stressing the value of insur. 
ance as estate protection should not 
overlook its many other advantages to 
the insured. 

Congressman John B. Hollister, in digs. 
cussing the “Future of Taxation in the 
United States,” advanced the opinion that 
while there would be an effort at the 
next session of Congress to increase es. 
tate and gift taxes and levy inheritance 
taxes, there would be no change in the 
existing estate tax laws. 


* * * 


Buffalo—C. D. Connell of New York 
City, general agent Provident Mutual 
Life and president of the New York State 
Association of Life Underwriters, ad- 
dressed the association Wednesday on 
“The 1936 Life Insurance Man.” 


* * x 

Peoria, I1l—Lynn S. Broaddus, Chicago 
manager of the Acacia Mutual Life, will 
give an address Friday noon on “The 
Balanced Life Underwriter.” He has 
been in insurance more than 15 years 
serving as agent, general agent, direc- 
tor of agencies, and branch manager, 
In 1930 he wrote nearly a million of life 
insurance in addition to his duties as 
general agent. He is at present a di- 
rector of the Chicago Life Underwriters 
Association, and will be the 1936 chair- 
man of its sales congress. 

* * * 

Denver—The Colorado association will 
meet at breakfast Dec. 3 to hear Wal- 
lace Boileau, Jr., superintendent of agen- 
cies for the Penn Mutual. 
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Non-cancellable Rule Issued 


Commissioner Hunt of Pennsylvania 
Gives an Order That Will Be 
Enforced Jan. 1 








Commissioner Hunt of Pennsylvania 
has issued an order that after Jan. 1, 
no accident and health policy will be 
permitted to be issued in the state which 
is captioned “non-cancellable” or which 
contains a clause pertaining to non- 
cancellability, unless that policy is not 
only non-cancellable but also automati- 
cally renewable until at least age 50. 
Commissioner Hunt says: 

“Some companies are issuing policies 

which are called non-cancellable and 
which technically are such, since the 
companies do not reserve the right to 
cancel during the period of the policy. 
These companies could, however, refuse 
to renew those contracts and, conse- 
quently, such policies are subject to mis- 
representation to the insureds because 
of the fact that a non-cancellable acci- 
dent and health policy has come to be 
known to the insuring public as that 
type of policy which is not only non- 
cancellable, but which is also automati- 
cally renewable. 
_ “Therefore, to prevent misrepresenta- 
tion of this type of insurance in the 
future, this department will not con- 
sider for approval, after Tan. 1, 1936, 
any such fictitious non-cancellable poli- 
cies, and any such policies which have 
previously received the approval of this 
department, for issuance in’ Pennsyl- 
vania, will become automatically disap- 
proved as of that date and issuance of 
those policies thereafter will place any 
violating person or company subject to 
the penalties prescribed in Section 354 
of the insurance company law of 1921, 
ada, 688.” 





Reelect Official Staff 


All officers were uanimously reelected 
at the annual meeting of the Chicago 
Claim Association this week. T. W. 
Hislop, Great Northern Life, is presi- 
dent; L. L. Phelps, also Great North- 
ern, 1s treasurer, and Garfield Donovan, 
Benefit Association of Railway Em- 
ployes, is secretary. The entire board 
also was scheduled for reelection. Col. 





Permanent Disability Terms 





Indiana Appellate Court Gives Liberal 
Construction of the Provision 
Used in Insurance 





The Indiana appellate court decides 
that the term “permanent disability” in 
insurance contracts contemplates a dis- 
ability which “probably” wili remain for 
life. It thus affirms the decision of the 
Vanderburgh circuit court which gave 
judgment of $350 against the Pruden- 
tial to the Citizens Trust & Savings 
Bank of Evansville, guardian of R. E. 
Nichols, an incompetent. 

Mr. Nichols was found insane in 1932, 
committed to a veterans’ hospital and 
remained there until the trial. The in- 
surance company based its contention 
that his disability was not permanent 
on the grounds that three physicians 
testified he “might” regain sanity and 
on the fact that none of them testified 
he “never” would recover it. 

The appellate court held, however, 
that the word “permanent” does not 
always embrace the idea of absolute 
perpetuity and that disability properly 
was established in the Nichols judg- 
ment. 





Ohio Requires Exams for 
Newspaper Cover Employes 





Newspaper employes assigned to han- 
dle insurance taken out by subscribers 
will have to undergo an examination by 
the Ohio insurance department the de- 
partment announced. Employes thus 
engaged before the examination law 
went into effect some weeks ago will 
not have to take the examination. The 
Columbus “Dispatch” is the only news- 
paper in the state having an insurance 
department of its own, all others plac- 
ing through some insurance company. 








Calvin Godard, noted ballistics and 
scientific crime detection expert, was 
the main speaker. 





T. R. Harrigan, Columbian National 
Life’s home office, will become manager 
of the Howard A. Shearer agency’s acci- 
dent department. 
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More for You 


; ca we 44 
The New “‘‘All-in-One Policy 
will increase your production... You can sell larger 
policies and more policies. Increased premium in- 
come with level commissions means increased 
renewals every year. 


THIS COMPLETE PROTECTION PLAN COMBINES 
Life, Accident, Health, and Retirement for Old Age 


IT PAYS 


Monthly Income in case of ACCIDENT 

Monthly Income in case of SICKNESS 

Monthly. Income for loss of HANDS, FEET or EYES 
Monthly Income for DEATH from ANY CAUSE 
Monthly Income for RETIREMENT 


ADDITIONAL ADVANTAGES 


Participating—Non-Participating—Juvenile—Special Competitive Policies 
— Disability Income — Annuities—Family Maintenance — Commercial 
Accident and Health 


with One of the Strongest Life Insurance 
Companies in America 


The Ohio State Life Insurance Co. 
Columbus, Ohio 


All these advantages 



































“Man Does Not Live 
By Bread Alone” 


Life insurance selling offers a 
more abundant life—a life of 
service, self-betterment, broad 
friendship, human understand- 
ing, financial reward. The meas- 
ure of financial reward is in 
direct ratio to the application of 
the other factors involved. 


General American Life officers 
are happy in their ability to 
create for men and women an 
opportunity to live more abun- 
dantly and to earn a livelihood. 
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New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate 
Di ¢”” 
PRICE, $5.00 and $2.00 respectively. 


Books, etc. Supplementing 
and “Little Gem,” Published Annually in May and March 


the “Unique Manual- 





New Rate Scale Announced 


Continental Assurance Revision Is Ex- 
plained by Official; Single Premiums 
Also Changed 








Newly revised premium rates of the 
Continental Assurance, effective Dec. 15, 
were announced this week to the field 
staff by Executive Vice-president G. F. 
Claypool, with distribution of the new 
manual. An innovation is an augmented 
family protection contract purchasable in 
conjunction with ordinary life and other 
specified policies. The applicant chooses 
between a 10-year and a 20-year plan. 
If he dies within the 10 or 20 year period, 
his beneficiary gets a monthly income 
of 1 percent of the face for 10 years 
certain, and then the full face amount. 
At age 35 the extra premium for $10 a 
month for 10 years certain is $7.02 an- 
nually on the 10 year option, $8.54 on 
the 20 year option. 

No phase of life insurance today is so 
important to the policyholder as persist- 
ency of business already on the books, 
Mr. Claypool said. “Cost of coverage in 
an aggressive company depends on per- 
sistence of business no less than on in- 
terest earnings, mortality rate and over- 
head cost. While interest returns are 
improved this year over last year, it 
may be quite some time before an en- 
tirely satisfactory rate can be obtained 
in a sound life insurance portfolio. Mor- 
tality already reflects the savings of care- 
ful selection. Overhead cost in most 
companies has been reduced to a mini- 
mum, but it is a question if this mini- 
mum can be maintained. Taxes are be- 
yond company control and are con- 
stantly increasing. 

“Persistency of business looks to be 
the one source of increase of profit now 
remaining, and that is the point of at- 
tack that Continental Assurance is mak- 
ing on the cost problem of 1936. Les- 
sening the lapse rate and increasing the 
average length of policy life will do much 
to reduce cost so that the public can 
have assurance of continuing to buy life 
insurance at minimum cost.” 

Continental Assurance mortality for 
three-quarters of 1935 is 42 percent of 
expected on ordinary business, 82 per- 
cent on group, 55 per cent over all, he 
stated. 

The new premium rates revision in- 
cludes complete revision of single pre- 
mium rates, which had not been changed 
for a long time, contrary to practice of 
most companies. The new life rates on 


six more popular forms, and the single 
premium rates are: 








respectively, 
Ltd. P. Life 
0.L. Com. Com. Life 20 Exp 
Age te oe 20 P. to65 End. Tern 
> ees 54.78 43.67 49.82 67.27 54.27 344, 
Se 57.24 45.76 51.60 73.58 55.58 35.79 
aes 60.04 47.97 53.48 .... 57.01 37,35 
es 62.81 50.32 55.48 58.56 40.11 
ar 66.01 52.81 57.59 60.25 42.09 
| 69.19 55.45 59.84 62.09 44.09 
see 72.89 58.26 62.24 64.10 47,34 
Rae 76.55 61.24 64.80 66.29 49.74 
ae 80.78 64.40 67.54 68.68 ..,. 
ee 85.04 67.77 70.48 71.30 
DE deans 89.98 71.35 73.64 74.15 
See 94.95 75.16 77.03 77.26 
ee 100.71 79.88 81.39 82.64 
Single Premium Contracts 
Coml. 10 Yr. 15 Yr. 20 Yr. 25 Yr 
Age os ~— . ~ a End. 
Bs 86 siete 290.79 801.09 697.02 608.52 534.93 
Bilis cee 295.31 801.16 697.18 608.82 535.47 
aS 299.99 801.24 697.36 609.14 535.99 
_. See 304.83 697.55 





Business Men’s Assurance 
Makes Revision of Rates 





Increases on endowment and life in- 
come forms, especially those with short 
premium paying period, are noted in the 
new manual distributed by the Business 
Men’s Assurance of Kansas City. Actu- 
ary R. E. Moyer states in an announce- 
ment that the special whole life and life 
paid at 80 policies are discontinued and 
a new whole life contract substituted. 
Changes ‘in rates are small on the 10 
and 15 payment life and life paid up at 
60 and 65 plans, but some increases were 
necessary, especially on forms becoming 
paid up in relatively few years. 

Another new policy is the 20 payment 
endowment at 65. Some premium rate 
increases were found necessary on ef- 
dowment contracts, especially those for 
shorter term. A change also was made 
in the instalment and trust fund provi- 
sion. Guaranteed interest rate on pro- 
ceeds left on deposit to be paid in 11 
stalments or for lifetime of beneficiary 
remains 3% percent, and excess interest 
dividends will be continued as before; 
but when proceeds are left to be paid in 
instalments for a minimum certain pe- 
riod and for life, reduction in monthly 
payments was found to be necessary. 

Maturity values of life income con- 
tracts were revised. At younger ages 
little change in premium rates was 
necessary and in some few cases they 
were greatly reduced. But at older ages, 
especially on short premium paying pe 
riod, substantial increases were made. 

Revision in retirement annuities sim- 
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jar to that in life income contracts was 
made. Cash value at end of first year 
js 30 percent of first premium and at 
end of second year 45 percent of first 
two premiums. ue 

Single premium annuities were re- 
yised upward materially. On five and 
10 year term insurance it was found 
some reduction could be made in rates 
at younger ages, but at older ages in- 
crease WaS necessary. 

Cash values have been changed, being 
practically the same as the old ones at 
the end of the third year, but slightly 





lower thereafter, gradually increasing 
until the 20th year when full reserve is 
given. 





Provident Dividends Unchanged 


M. A. Linton, president of the Provi- 
dent Mutual Life, has announced that 
the present general dividend scale will 
be continued for the calendar year of 
1936. The interest rate on optional 
settlements and on dividends left to 
accumulate with the company has been 
reduced from 4% to 4 percent. 











AS SEEN FROM NEW YORK 





REBATE ISSUE A FACTOR 


Additional dangers for rebaters are 
indicated in a recent decision of the 
appellate division, fourth department, 
New York State. The plaintiff, a bro- 
ker, sued the insured for the unpaid 
balance of a premium. The defendant’s 
contention that the insurance was 
bought on condition that a rebate would 
be forthcoming was stricken out as not 
a valid legal defense on motion by the 
plaintiff's counsel. 

The appellate division, however, ruled 
that the judge of the original court 
had erred in so ruling, stating that such 
a defense, if proved, would, by making 
both plaintiff and defendant parties to 
an illegal contract, force the court to 
decide that therefore neither one could 
profit by it and the plaintiff would be 
barred from recovering the unpaid bal- 
ance. It should be noted, however, in 
this case, that the charge of offering or 
promising a rebate was not proved, since 
the plaintiffs counsel did not argue the 
facts in the case but merely contended 
that it did not constitute a valid legal 
defense even if it had been undisputably 
proven to be true. 

a ae 
FRASER AGENCY FIGURES 


The Fraser agency of the Connecti- 
cut Mutual Life in New York City re- 
ports figures for October as follows: 
for October $1,144,903; for the year 
$11,342,691; 1934, for .the month $1,- 
040,557; for the year $10,347,829. 


* * * 
PROF. GREAVES’ NEW COURSE 


Prof. Hubert S. Greaves of Yale, pub- 
lic speaking expert, who addressed the 
recent sales seminar of the New York 
City Life Underwriters’ Association, will 
conduct a course in public speaking and 
personality development for New York 
City life men each Friday evening be- 
ginning Nov. 22. The course will con- 
sist of 12 lessons and will be given at 
a meeting place to be designated by the 
life underwriters association. 

_The course will aim to meet the indi- 
vidual needs of the men, Professor 
Greaves announced. 

“Judging from the past experience,” 
Professor Greaves’ announcement states, 
“their needs will lie along the line of (a) 
giving a man self-confidence and ease, 
helping him to gain control over nerv- 
ousness, fear and self-consciousness; (b) 
helping him to speak plainly and effec- 
tively, improving his articulation and his 
voice, enabling him to overcome the 
habit of ‘mumbling’ his ideas in a dull 
monotonous way, and (c) developing 
Strength and control of voice as well as 
tone quality. Most men have voice 
enough for ordinary conversational pur- 





Production Records 











Question—Can you give me the out- 
Standing record for applications secured 
Mm one month and one day? 

Answer—In May, 1927, J. F. Skriner 
of the old Peoria Life at Joliet, IIl., 
Wrote 731 applications for $838,650. 
During the latter part of May of that 
year, Jack Warshauer of the Brooklyn 

ational Life, working in Brooklyn, 

Y., wrote 262 applications for about 
$400,000 in one day. 








By R. B. MITCHELL 





poses; indeed, for many conversations 
they use too much voice and irritate 
not only the party listening to them but 
speak with such volume that others list- 
ening nearby can also hear—often mak- 
ing public facts which should be kept 
private. On the other hand, when they. 
have to speak in public they have no 
control of voice and often speak so it is 
an effort for half the audience to hear 
them.” 
« *& * 
MANAGERS MEET DEC 5 


The Greater New York Life Man- 
agers Association will hold its annual 
business conference and banquet at the 
Yale club in New York City, Dec. 5. 
F. L. Morton of the New York Life, 
who is a tax authority, will speak on 
“Taxation” during the afternoon. Presi- 
dent M. A. Linton of the Provident Mu- 
tual will speak on the social security 
act. Vice-president S. T. Whatley of 
the Aetna Life, will be one of the chief 
speakers at the dinner as will Insur- 
ance Superintendent Pink of New York. 


Mutual Benefit Life’s New Plan 

The Mutual Benefit Life has estab- 
lished a monthly budget or payroll de- 
duction plan. Applications will be con- 
sidered for initial groups of 25 cases 
totaling $50,000 on organizations offer- 
ing the possibility of an eventual goup 
of 100 cases totaling $200,000. The 
company has gotten out monthly pre- 
mium rates on its various policies to 
be used in salary deduction insurance. 


Prudential Makes Changes 
at Several Points in U. S. 


Several changes are announced by 
the Prudential. Assistant Secretary W. 
R. Konow, formerly in charge of the 
central group of divisions will devote 
himself to general production work. As- 
sistant Secretary H. M. Steward, for- 
merly in charge of the eastern group, 
will succeed him. Supervisor L. H. 
Schmidt, formerly assistant to Mr. 
Stewart, has been promoted to assistant 
secretary in charge of the eastern 
group. 

Manager F. H. Schulze of the Pa- 
cific Coast territory becomes supervisor 
attached to the eastern group, being 
succeeded by Manager F. A. Mansfield 
of the New Jersey territory, who in 
turn will be succeeded by J. G. Car- 
penter, who is promoted from assistant 
manager of division N. Link, 
chief clerk of division H succeeds Mr. 
Carpenter in charge of division N. 





Linton at Southern Conference 


M. Albert Linton, president of- the 
Provident Mutual Life cited flaws in the 
social security act at the southeastern 
conference of the United States Cham- 
ber of Commerce. Mr. Linton said, 
“There would be a temptation to raid 
the reserve fund for extraneous pur- 
poses when large amounts had been paid 
in. The plan may be_ disturbed 
through political pressure resulting in 
lowering of the age limit or increasing 
of the pension amounts. I would hope 


that revisions might be made which 
would increase the probability of its 
ultimate success.” 











ECONOMICAL ? 


That’s only half the story! 


Life Insurance is not only a good investment but the 
greatest of bargains. It is the only investment that can 
be purchased in large amounts on a long time payment plan 
without interest charge. It is man’s guarantee of success 
to the end of his days. 


We, the directors of the Peoples Life Insurance Com- 
pany, give thanks that we have had a share in the building 
of the great institution of Life Insurance—in the placing 
in the hands of our fellow-men this guaranteed investment, 
and pledge ourselves to carry on, through the future years, 
the high standards of this great institution. 


PEOPLES LIFE INSURANCE COMPANY 


FRANKFORT 


“The Friendly Company” 
INDIANA 

















Ideals 


Turse DAYS we hear much 
about New Deals, Raw Deals, Mis- 
Deals and Rare Deals, but the con- 
servative steady progress of this 
Company has been based upon the 
proposition of a Square Deal to 
policyholders and agents. 





After twenty-seven years we still 
believe that is the Ideal Deal. 





Agency openings in 


























Illinois, Indiana, 
Michigan and Missouri 


BANKERS MUTUAL LIFE Co. 


FREEPORT, ILLINOIS 
Founded in 1907 
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ACTUARIES | | 
CALIFORNIA 
Barrett N. Coates Cari E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


t 437 So. Hill 
At SPeRNCISCO Se BuLeies 























ILLINOIS 











J. C. Cameron W. W. Chambreau 

CAMERON & CHAMBREAU 

Consulting Actuaries & Tax Consultants 
111 West Monroe Street, Chicago 


Organization, Manag t, P 5 
Agency Planning, Federal Tax Work. 


Washington Office, Shoreham Bldg. 

















DONALD F. CAMPBELL 
CONSULTING ACTUARY 
160 N. La Salle St. 
Telephone State 1213 
CHICAGO, ILLINOIS 








INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 




















HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 








MISSOURI 


ALEXANDER C. GOOD 
Consulting Actuary 
Central Missouri Trust Company Bldg. 
Jefferson City, Missouri 














NEW YORK 


MILES M. DAWSON & SON 


CONSULTING ACTUARIES 
500 Fifth Avenue New York City 
































Established 1865 by David Parks Fackler 
FACKLER and BREIBY 
Consulting Actuaries 


Edward B. Fackler William Breiby 
8 WEST #TH STREET NEW YORK 














Woodward and Fondiller, Inc. 
Consulting Actuaries 


90 John Street, New York 
Telephone Beekman 3-6799 

















PENNSYLVANIA 











FRANK M. SPEAKMAN 
Consulting Actuary 











Good Underwriting 
Company Described 


(CONTINUED FROM PAGE 3) 


from an art to a science. Applicants 
are classified in groups and the under- 
writing of most of the cases is merely 
determination of the group to which the 
applicant, belongs. The function of a 
chief medical officer or chief under- 
writer is to fix the broad underwriting 
policy, to define the limits of these 
groups and to determine what mortal- 
ity rating should be given and the 
groups defined. 

The agent continues, however, the 
individual route. This divergence in 
point of view is the cause of much fric- 
tion. 

Should Publish Rules Freely 





The friction, according to Mr. Clark, 
comes from a lack of knowledge and 
understanding of the rules. He advo- 
cates publishing freely the full details of 
underwriting rules. If the agent knows 
the rules, then he is able truly to be an 
underwriter. If the rules are not given 
he will finally get them any way through 
experience with many cases. That is 
why the declination rate of old agents 
is so low. The new agent gets into 
trouble. 

Most home offices fear to publish 
their underwriting rules on the theory 
that standards of the various compa- 
nies would be compared and if some one 
company is out of line in some particu- 
lar, that company will get a flood of 
berderline business for that impairment. 
That, Mr. Clark declared, might not 
be a bad thing. It would cause the 
company that is out of line to “pull in 
its horns if it is over liberal, or will 
cause all the other companies to con- 
form if it is right.” 


Grooming Is Feared 


Another fear is that if some agents 
know the standard, they will squeeze 
their cases through by grooming the ap- 
plicant for the examination. Mr. Clark 
said it does not work out that way in 
practice. Confidence begets confidence. 

The agency department in requesting 
the underwriting officer to take the 
agents into his confidence, must sponsor 
the quality of the organization. 

If the agent is given an opportunity 
to build a favorable reputation with his 
underwriting department and that repu- 
ation is made to mean something, the 
agent will believe that his is the best 
underwriting company. 

Anything that can be done to shorten 
the time between the sending in of the 
application and the receipt of the policy, 
will strengthen the morale of the agent. 
It is a manifestation of human nature 
that the agent practically ceases work 
while a policy is in the mill. 


Cause of the Delays 


_ Delay is not caused by the mechan- 
ical organization of issuing cases but in 
the request of the underwriting depart- 
ment for additional information. 

There are a large number of errors 
made in the application itself which 
must be corrected by amendment. Many 
requirements might be anticipated by 
the medical examiner at the time of the 
original examination if he had a more 
detailed knowledge of the working 
methods of the home office. The doc- 
tor is able to get additional require- 
ments without difficulty when the ap- 
plicant believes they are all part of the 
usual routine. - 

It is perhaps not fair to expect full 
time standards from part time exam- 
iners. The answer might be for a num- 
ber of cooperating companies to em- 
ploy examiners on full time. 

The underwriter must constantly ask 
himself: “How necessary is it to ask 
for additional information?” The ques- 
tion is always whether the hazard of 
absence of information is greater than 
the expense necessary to clear it up. 
A step that seems simple to the under- 
writer may mean a 200 mile automobile 
trip to the agent. However, if the ap- 





plication shows a suspicion of a seri- 


ous underwriting hazard the agent must 
be prepared to go to considerable trou- 
ble and expense to clear it up. 

It is important for every underwriter 
to spend part of his time in the field. 

There is room for improvement in 
simplifying and coordinating the under- 
writing system, but system, by itself, 
always promises more than it ultimately 
gives. The best system is no better 
than the men in it. 


Recruiting Now Is Major 


Problem, Holcombe Declares 


(CONTINUED FROM PAGE 3) 


give a better income to a smaller group 
of agents rather than a small income 
to a larger group. 

There has been increased impetus on 
the matter of reducing overhead so that 
the operation of an agency can return 
a profit. This practice takes such forms 
as refusal to give desk room to agents 
falling below a certain standard. Rec- 
ognition has been given to the fact that 
newly appointed agents show their 
probable later success or failure during 
their first three months. The bureau 
put out a study on this point a year or 
so ago and is now bringing it up to 
date. It shows, Mr. Holcombe said, 
that the volume of those producing in 








the first three months is an accurate 
indication of the production to fe 
achieved. later. This study provides a 
basis for weeding out unsuccessful men 
at an early date. 

Mass recruiting is still indulged in, 
but it is being employed apologetically, 

Emphasis on better agents is reflected 
in the increasing membership of the 
life underwriters associations and in the 
increase in the C, L. U. movement. 
Another phase is the rapid expansion of jp. 
surance courses in colleges. Home of. 
fices are gradually encouraging the 
American College of Life Underwriters 
financially and otherwise. The idea is 
being developed in home offices and 
agencies that fewer men will do a bet. 
ter job and that fewer men will make 
more money for the company, agency 
and the agents themselves. 


Fewer Men Under Contract 


In the United States and Canada 
there are fewer men under contract 
than a year ago. 

Mr. Holcombe touched on the de. 
velopment of cooperative action. He 
referred to the establishment of life in- 
surance day and then life insurance 
week, which is now a settled part of the 
agency activity. Then there was the 
anti-twisting pact and finally the agree- 
ment to eliminate undesirable agents, 

Mr. Holcombe referred to the en- 





Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Assistance in the Field 


Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 


Home Office Co-operation 





GLOBE LIFE INSURANCE Co. 
OF ILLINOIS 


WM. J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 
40 Years of Continuous Faithful Service 
to Policyholders 





431 South Dearborn Street 


Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 
Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 


Write Us Topay For ParticuLars 


Chicago, Illinois 
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YOURS TO ENJOY 


HAT is the title of a de luxe brochure around 

which Fidelity has built a direct mail work 
plan with which to supplement its successful lead 
These two workable tools offer an organ- 
ized plan of work which is unusually resultful. 


A Life Income for You 
That is the selling theme around which the work plan is 
built. It is a theme which induces a cordial reception, a 
and substantial business. Fidelity offers, in 
addition to its Income for Life plan, Family Income, Family 
Maintenance and an Adjustment plan—all peculiarly suited 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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d position of life insurance in the 
Se ciousness of the public. He said 
because of that fact and as the public 
learns more about life insurance, it will 
expect more from the agent. That at- 
titude of the public should be a potent 
factor in influencing the development 
of the sales force. P 
The drop in insurance in force for 
the first time in a generation, empha- 
sizes the value of insurance in force 
rather than new business. He expressed 
the hope that returning favorable busi- 
ness conditions will not erase that 


lesson. 
Concluding, he urged the agency of- 
ficers to have the attitude of intelligent 


inquiry. 


Make Agency End 
Produce Interest 


(CONTINUED FROM PAGE 3) 


He advocated obtaining higher type 
agents, de-emphasizing volume and re- 
emphasizing net increase in insurance 
in force, eliminating waste such as not 
taken policies and lapsed policies that 
never should have been written. 

Mr. Olson asked how long Henry 
Ford would last if he had to take back 
one out of every five cars sold and pay 
the freight both ways. 

Like the new dealers, Mr. Olson de- 
clared, the agency department has al- 
lowed its ideas to become inflated. It 
wants to do things on a vast scale. 
“Everything must be big. Big pro- 
ducers—big agencies—big volume.” 

The elimination of every million dol- 
lar producer would not cause a ripple, 
he said. The men writing $150,000 or 
less in one’s, two’s, three’s and five’s 
with an occasional 10, are the ones who 
have built the companies. He said the 
special concern of the agency depart- 
ment should be directed toward that 
class. Efforts should be made to en- 
able them to write two’s instead of 
one’s and three’s instead of two’s and 
five’s instead of three’s. 

“Most agents come into the business 
with little or no experience in financial 
affairs,” Mr. Olson declared. “They 
know that there is a constant stream 
of dollars flowing into their company 
and a stream just as constant flowing 
out. It has probably never occurred to 
them how important it is to know 
where that outward stream is going. 
They may not know that a life insur- 
ance dollar differs from every other kind 
of dollar. That you can’t spend it like 
you can any other commercial dollar. 

at you must immediately invest a 
substantial portion of it at compound 
interest and that the residue must be 
mathematically apportioned and used as 
provided by law. 

Why not have a little heart to heart 
talk with our representatives when any 
of these expensive practices come up for 
decision, so they may know and realize 
that a life insurance dollar is a sacred 
dollar and contains only 100 cents— 
Not 105 or 110 or 120. Why not in- 
clude in our educational sales material 
a few fundamentals in common, every 
day economics, Even though the earth 
was created out of nothing, why not es- 
tablish right at the start the principle 
that no mortal can get anything out of 
a vacuum.” 





Illinois Code in 
Lap of the Gods 


(CONTINUED FROM PAGE 4) 


was much better than the existing one. 

Gale Reed, Chicago, chairman of the 
legislative committee of the Insurance 
Brokers Association, said that some 
form of revision and codification of the 
msurance laws is highly necessary. He 
characterized the present code as a 
sound measure and “the most construc- 
tive piece of legislation that the as- 
sembly can support.” 

Other speakers who upheld the code 
_ C. S. Mosher, representing the 
ears, Roebuck & Co. insurance organiza- 








tions; Vice-president Henry Abels of 
the Franklin Life; Chase M. Smith of 
the Jas. S. Kemper office at Chincago, 
representing the mutual, casualty, fire 
and automobile companies; J. S. Bald- 
win, Decatur, attorney representing the 
insurance division of the Illinois cham- 
ber of commerce; E. V. Mitchell, gen- 
eral counsel Continental Casualty and 
Continental Assurance of Chicago. 

State Director Ernest Palmer indi- 
cated that he was willing that the rating 
section be lifted from the code and put 
in a separate bill but he said it would 
be up to the senate committee to de- 
cide what it desired to do. 

The senate committee was slated to 
consider the various arguments and pro- 
posed amendments this week but in- 
dicated there would be no further pub- 
lic hearing unless something arose to 
demand it. 

The Illinois life companies as a group 
have not expressed an opinion as to 
the revised code. The code is almost 
identical so far as life insurance is con- 
cerned with the draft represented by 
house bill 543 in the senate as it stood 
when the regular session adjourned. 
The companies as a whole object to the 
vexatious delay clause which was or- 
dered put in the code by Governor 
Horner. 

The Chicago Bar Association insur- 
ance committee has been working with 
a similar committee from the Illinois 
Bar Association studying the insurance 
code and this week approved the in- 
strument as a whole. Attorney M. B. 
Kennedy of Chicago who has been giv- 
ing much study to the code, stated that 
he would file a minority report oppos- 
ing it. 





Jottings From the Agency 
Officers’ Chicago Meeting 


(CONTINUED FROM PAGE 6) 


The press was graciousiy entertained 
at luncheon Tuesday. About 25 were 
seated including Mr. Holcombe, H. 
North, Metropolitan, A. L. Dern, Lin- 
coln National, W. W. Jaeger, Bankers 
of Iowa, and R. B. Hull, managing di- 
rector National Association of Life 
Underwriters. 





* * * 


Paul H. Dubar of the Imperial Life 
of Canada gathered a group of his co- 
citizens about him during the banquet 
and led with gusto the singing of the 
French-Canadian folk song -‘Allouette.” 


i 


A. V. Mozingo, Volunteer State Life, 
and Dr. Charles Homan, assistant medi- 
cal director Connecticut Mutual, a former 
resident of Chattanooga, traded Negro 
stories at the banquet, to the delight of 
those in their vicinity. 


* * x 


R. B. Richardson, vice-president of the 
Montana Life, who was elected a direc- 
tor of the bureau, was unable to attend 
the meeting. W. W. Jaeger announced 
Mr. Richardson’s presence was needed 
at the home office in Helena due to the 
recent earthquakes there. 

* * * 

E, MeConney, vice-president of the 
Bankers Life of Iowa, delighted all with 
an exhibition of his delicious sense of 
humor and literary lore in his treatment 
of the heavy topic, “How Can the Agency 
Officer Know How Much to Pay for Busi- 
ness?” He has a crisp speech that am- 
putates the final “g” and adds an “r” 


to idea. He had recourse to literary 
allusion, bringing in Browning, the 
Bible, Clemenceau, Plato. 

*x* * * 


Some of the Chicago general agents 
took time off to mingle with the agency 
officers. Among them were E. S. Albrit- 
ton, Provident Mutual; W. M. Houze, 
John Hancock; E. B. Thurman, New 
England Mutual; F. J. Budinger, Frank- 
lin Life; E. C. Budlong, Federal Life; 
F. H. Haviland, Connecticut General; 
R. S. Bdwards, Aetna Life; S. T. Chase, 
Connecticut Mutual; L. J. Fohr, Connec- 
ticut Mutual; Sidney Wellbeloved, Con- 
necticut Mutual; Arthur Loeb, Penn Mu- 
tual; C. B. Stumes, Penn Mutual; A. E. 
Patterson, Penn Mutual; Robert Judd, 
Phoenix Mutual; J. H. Dingle, Massa- 
chusetts Mutual; F. E. Ehlen, Guaran- 
tee Mutual; R. J. Wiese, State Mutual; 
W. M. Seitz, Kansas City Life. 








PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


CHATTANOOGA, TENNESSEE 


LIFE, ACCIDENT, HEALTH AND 
GROUP INSURANCE 


Robert J. Maclellan 
President i 


W. C. Cartinhour 
Vice-Pres. and Sec. 











Join a Growing Company 


Illinois Bankers Life has made remarkable 
progress—insurance in force now ex- 
ceeds $130,000,000; assets exceed 
$31,000,000. 


MODERN POLICIES 
PROGRESSIVE SALES METHODS 








Attractive agency openings in the following 


territory: 

Arizona Maryland 
Arkansas Missouri 
District of Columbia Nebraska 
Florida Ohio 

Illinois Oklahoma 
Indiana South Dakota 
lowa Texas 

Kansas Virginia 


Illinois Bankers Life Assurance Co. 


K. B. Korrady, Vice-President, Director of Agencies 


MONMOUTH, ILLINOIS 


LIFE ‘ACCIDENT HEALTH 
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A Part 
Ben Hur 

















Fourteen years ago the Ben Hur Life Association, in line 
with its consistent policy of prompt settlement of claims, 
patented the above type of check as an integral part of 
every Ben Hur adult contract. It is for one-tenth of the 
face amount of the policy and, when necessary, can be 
cashed at local banks IMMEDIATELY after the death of 
the policy holder. Furthermore, red tape has been elimi- 
nated and the sun never sets on an unpaid just claim at 
the Home Office. 


BEN HUR LIFE ASSOCIATION 


Founded: 1894 
Home Office: Crawfordsville, Indiana 


John C. Snyder, Edwin M. Mason, 
President Secretary 














AID ASSOCIATION FOR LUTHERANS 


APPLETON, WISCONSIN 
The largest legal reserve fraternal life insurance society for 
Lutherans in the United States and Canada, and operating 
strictly within the various Synods of the Synodical Conference. 











Insurance in force.............. sees -$152,016,926.70 

Assets, July 1; 1936. ..........0 0050 c00 .Over $17,000,000 
BENEFITS PAID SINCE ORGAN- 

IZATION IN 1902 
PEGE 0 os devin enn cic $4,385,569.86 
Sick Benet. Vi...) 5.b. occcee 1,331,692.47 
Total Permanent 

Disability Benefit ......... 56,435.00 
Old Age Benefit........... 42,367.92 
RST BUPLTORGES oo. os sso: 3,391,577.67 
tages = Sry aS 5,066,633.12 
Our Own Home Office Building DU sack. cn cassccncort $14,274,276.04 


Thirty-Three Years (1902-1935) of Real Fraternal Service 


Alex. O. Benz, President Wm. H. Zuehlke, Treasurer 
Wm. F. Kelm, Vice-President Albert Voecks, Secretary 





























Aggressive and Progressive 


Our record speaks for itself. 
Splendid territory still available. 


LUTHERAN BROTHERHOOD 


HERMAN L. £KERN, Pres. 


608 Second Ave. S. 


Minneapolis, Minn. 


























TAKE BOTHL issicance: ss wet asl, shoud rea 


The National Underwriter (Fire, Automobile and Casualty section, $4 a year), as 
well as the Life Insurance Edition. Both or one subscription, $5.50 a year. 
SEND ORDER NOW TO A-1944 INSURANCE EXCHANGE, CHICAGO. 

















File Answers to O’Malley’s Suits in 
Missouri; Seek Change to 
Federal Court 





The Modern Woodmen of America, 
Catholic Order of Foresters, Woodmen 
of the World, Woodmen Circle, and 
six or eight other societies filed answers 
in Jackson county circuit court, practi- 
cally all asking for orders transferring 
to federal district court in the suits of 
Superintendent R. E. O’Malley for ap- 
proximately $6,000,000 back taxes in 
Missouri. 

Attorneys of the societies claim there 
is no authority under Missouri law for 
the state or O’Malley to bring such 
suits, and no basis in law for several 
points in his petitions. O’Malley’s pe- 
titions raise a federal issue with respect 
to the 14th amendment. 


Counsel Hold Conference 


Counsel for the fraternals, A. N. 
Adams, Kansas City, and N. C. Pratt, 
assistant genetal counsel, Modern 
Woodmen; J. T. Harding, J. B. Gage, 
J. F. O’Sullivan and others conferred in 
Kansas City for three or four days. 
Among societies represented in the con- 
ferences were Maccabees, Woodmen of 
the World, Woodmen Circle, Security 
Benefit, Aid Association for Lutherans, 
Women’s Benefit, Homesteaders, Cath- 
olic Order of Foresters, Royal Neigh- 
bors, Ben Hur, Order of Commercial 
Travelers and Standard Life. 

The societies contend O’Malley has 
no authority as a tax collector and must 
therefore be considered as a personal 
plaintiff. He may sue for taxes under 
the taw only when the authority of an 
insurance company to do business has 
been suspended, revoked or withheld 
for non-payment of taxes, or when the 
company voluntarily withdraws from 
the state, conditions not alleged in his 
petitions. Under his petition recovery 
of interest is sought for 37 years. But 
the petition shows it rests on a lia- 
bility arising out of statute, therefore 
does not bear interest unless specifically 
provided by law which does not pro- 
vide for interest on the tax. 


O’Malley’s Objection 


O’Malley alleges the two statutes 
which exempt societies from general in- 
surance laws and taxation are “unfair 
competition and unfair trade practice.” 
The state cannot question the consti- 
tutionality of its own statutes, the fra- 
ternals answer. 

The societies point out they have been 
adjudged and decreed fraternal benefit 
associations by supreme courts of Mis- 
souri and their home states, and as such 
are expressly exempted from taxation. 
The Modern Woodmen answer states it 
was given status of a fraternal benefit 
society through each of the annual re- 
ports made by it in application for re- 
newal of license, approved by the Mis- 
souri insurance superintendent, and has 
been given a license yearly for 42 years. 
Its membership in Missouri is approxi- 
mately 32,576. 


Argument Against Tax 


The point is made that if any so- 
ciety had attempted to collect from 
members for tax purposes, the depart- 
ment would have had the duty of stop- 
ping such action. Since collection of 
tax funds has been impossible, if O’Mal- 
ley’s action should be sustained by 
court, the taxes demanded could be paid 
only by a special tax assessment against 
members. In the case of some societies 
sued this would amount to more than 
$50 for every member in the state, and 
would mean virtual confiscation of pro- 
tection carried by many who would be 
unable to pay such an assessment. - 


NEWS OF THE FRATERNALS 
Societies Start Tax Defense| therefore, Missouri members woul 


have to pay all the taxes levied by Mis. 
souri. 

While the names of three Oklahoma 
attorneys and firms are on the petitions 
filed by O’Malley, J. Aylward, 
chairman Democratic state central com. 
mittee, and Jerome Walsh, also signed 
the petition. It is said Walsh is to ge 
25 percent of collections made from the 
16 societies sued, or on the basis of 
$6,378,400 O’Malley seeks more than 
$1,500,000 attorney fees. 

Fraternalists pointed to the record of 
sentiment of other state legislatures, 
more than 87 tax measures introduced 
in 42 legislative sessions carrying spe- 
cific exemptions of fraternals. 

The societies and amounts involved 
are: Ben Hur Life, $96,396; Royal Ar- 
canum, $386,754; Standard Life, $292,502; 
Yeomen Mutual, $321,626; Independent 
Order of Foresters, $197,259; Royal 
Neighbors, $341,228; Women’s Benefit 
Association, $120,268, and Security Ben- 
efit, $500,752. 





Texas Congress Meets 


The Texas Fraternal Congress meet- 
ing in Dallas was addressed by Senator 
Morris Sheppard, national treasurer 
Woodmen of the World; P. F. Gilroy, 
president National Fraternal Congress; 
Mrs. Dora Alexander Talley, national 
president Woodmen Circle; Insurance 
Commissioner R. L. Daniel; Walter 
Basye, editor “Fraternal Age”; DeE. 
Bradshaw, president Woodmen of the 
World, Omaha; J. B. Sawtelle, state 
manager Maccabees, and William Mc- 
Craw, attorney-general of Texas. 





“Fraternal” Plea Rejected 


Judge Franklin at Des Moines has 
dismissed a writ of prohibition brought 
by the Fraternal Aid. Society against 
the insurance department and attorney 
general. A permanent injunction to re- 
strain the department from interfering 
with the business of the society was 
denied. The department has ruled that 
concerns like the Fraternal Aid So- 
ciety are doimg an insurance business 
and therefore should be regulated by 
the department. The Society contended 
it is a benefit lodge organization with a 
ritual and procedure similar to benev- 
olent lodges. 


Hold Conference in Texas 


Mrs. Dora Alexander Talley, head of 
the Woodmen Circle of Omaha, was 
principal speaker at a district confer- 
ence of the Woodmen Circle at San An- 
tonio, Tex. Mrs. Etta Davidson of 
Houston, ‘state manager, had charge of 
convention arrangements and_ presided 
in the opening session. Mrs. Talley pre- 
sided at an open forum. Officers elected 
were: Past president, Mrs. Janie Blair, 
Beaumont; president, Mrs. Irene Stenzel, 
Houston; vice-president, Mrs. Ada Coch- 
ran; secretary, Mrs. Loula Williams, 
Orange; treasurer, Mrs. Emma West- 
brook. 





E. B. Lewis Is Dead 


E. B. Lewis, 67, chairman of the board 
of auditors of the Woodmen of the 
World, Omaha, died at his home i 
Kingston, N: C. In respect to his mem- 
ory, a three-minute silence period was 
observed in the home office. 


Huskey Enters Lumber Field 


William Huskey, who was formerly 
manager of the life department of Stark- 
weather & Shepley in Chicago, has en- 
tered the lumber business. He is a son 


of Harley Huskey, one of the main 
producers in the E, B. Thurman agency 
of the New England Mutual in Chicago. 





Society rules forbid collecting from 
members of one state assessments for | 





money to pay taxes in another state, 


James Parker of the Thurman agency 
succeeds Mr. Huskey with Starkweather 
& Shepley. Poh Hi SF 
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Leading Producer Gives Rules 
Essential in Success 








PHILADELPHIA, Nov. 14.—W. H. 
Burns, Philadelphia life insurance 
broker who has paid for more than 
$5,000,000 this year, making him very 
probably the largest personal producer 
in the country, told a special meeting 
of the Philadelphia Association of Life 
Underwriters how he works. M. R. 
Orr, general agent Massachusetts Mu- 
tual, former past-president, presided. 

Mr. Burns said that there were three 
fundamentals necessary: Proper mental 
attitude; knowledge of business and how 
to apply it, expressing it in language 
that is interesting and understandable 
to the layman; confidence and willing- 
ness to work, with courage to challenge 
circumstances. 

“Anyone who has acquired these 
fundamentals, together with a definite 
plan, is a well organized institution 
within himself and all he needs is ac- 
tion,” he said. 

The “three distinct types” of cases for 
personal life insurance, he said, are: the 
case of a man without an estate, where 
life insurance becomes the entire estate; 
the man with an average size estate, ac- 
cumulated from a substantial salary, or 
interest in an average size business; the 
wealthy man or large estate. There are 
only three needs for personal life in- 
surance, excluding bequest insurance, he 
said; clean-up, back-log and investment 
feature. 


Finesse of Salesmanship 
To Repeat Powerful Need 


For a man without estate who car- 
ries only $10,000 life insurance, approxi- 
mately $1,000 is needed for. clean-up, 
leaving only $35 monthly income for the 
— derivable from the $9,000 back- 
og. : 

“The job for the underwriter is one 
of presenting a case with eye appeal and 
three powerful reasons for each need. 
More reasons tend to weaken your case. 
The finesse of salesmanship is to re- 
peat each powerful need,” he stated.. 

He gave an actual interview with a 
man having an average sized estate. The 
first interview is obtained as a result 
of some contact. The most important 
element is to find out something about 
the situation. The agent says he has 


devised a plan which will stabilize the. 


estate and also says he needs some in- 
formation first before it can be fully 
worked out. 

“I admit that the average man won't 
want to give you any information about 
what his inheritance tax will be, so 
carry a tax sheet. Bring it out and 
say ‘Just run your finger down these 
figures and see about what your taxes 
might be.’ He won’t be able to resist 
the temptation.” 


Construct Plan After 
Information Is Secured 


The plan is then drafted. First are 
figured clean-up costs, approximate ad- 
ministrator costs and executor fees at 
® percent. He has a $40,000 general 
estate exemption, a $40,000 life insur- 
ance exemption. He has practically 
no life insurance. There is no patented 
formula to determine how much life in- 
surance the man should buy. 

A forward on the first page should 
explain that his estate is divided into 
two parts—one dealing with the life in- 
Surance necessary for clean-up purposes 
Such as administration charges, federal 
estate taxes and miscellaneous obliga- 
tions in connection with the settling of 
his general estate, supplying cash for 
the estate rather than from the estate 
or this purpose he said. 








Mr. Burns stressed that part two in 
the plan is a back log and estate stabil- 
izer, giving income to the wife and an 
equal distribution to all living children, 
not above 40 for the boys, and the girls 
have an income for life. He favors a 
paragraph about survivors of children 
and a limited power of appointment to 
them to will the income only to their 
spouses with principal going to children. 

He discussed what accumulation of 
cash value and dividends will do for the 
insured at 65 if he survives his benefic- 
iaries and doesn’t need’ life insurance. 

“When you walk into the man’s office 
on the second interview is where you 
win or lose. Don’t let him talk about 
something else and don’t let the con- 
versation be personal. Be _ serious. 
Walk in quietly and don’t open your 
plan,” Mr. Burns declared. Instead, he 





said, discuss the reasons for preparing 
the plan in its present form. 

_ The fact that most estates are usually 
composed of holdings of a speculative 
nature is brought out, because they are 
based on market value, whereas life in- 
surance is guaranteed 100 cents on the 
dollar. 

Mr. Burns then goes over the plan, 
stressing the human element, and the 
necessity of providing a back-log and 
stabilizer. “The average man,” he ex- 
plains, “spends 80 percent of his time 
in accumulation of an estate; 10 percent 
in conservation, and about 5 percent in 
distribution.” 

Mr. Burns said agents need not be 
tax experts. “Instead sell life insur- 
ance,” he said. “The only tax you should 
know about is the practical tax saving 
method. If a man dies leaving $500,000, 
taxes must be paid. When his wife 
dies, even if it is the next day, it is 
taxed again. Set up a trust and name 
future beneficiaries so it won't go 
through the wife’s estate. Concentrate 
on selling life insurance. In large 
amounts, you need the trust company. 
Cooperate with it. Don’t try to be your 
own lawyer. You won’t get paid for it.” 
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Leaders Must Set Example 


General Agent W. K. Magruder in Talk 
Before Supervisors Division in 


Philadelphia 





PHILADELPHIA, Nov. 14—To be 
a successful leader, an agency manager 
or general agent must secure respect 
and liking, and set an example for his 
men, W. K. Magruder, general agent 
Connecticut Mutual Life, Baltimore, told 
the November luncheon-meeting of the 
supervisors division of the Philadelphia 
Association of Life Underwriters. 

It was announced the December meet- 
ing would be an open forum on merits 
of agency meetings and agency contests, 
several members participating. 

Mr. Magruder discussed supervisors 
and their place in the business, asserting 
the general agent often makes a mis- 
take in appointing supervisors in not 


defining their duties, not giving them an | 


objective and not telling them that there 


is no future in their job except possibly | 


appointment as manager or general 
agent. 


Knowledge Is Important 


He said the agents must like their 
managers to get results. This has great 
bearing on effort and the manager’s job, 
after all, is to get men to approach their 
capacity. They should be able to feel 
that the manager can answer any and 
all questions dealing with the business 
better than anybody else., can give bet- 
ter ideas. Leadership is first formed 
by respect for knowledge of our busi- 
ness, Mr. Magruder said. 

He warned against overlooking me- 
chanical factors—regularity and punctu- 
ality. “We want the men to get started 
early and get the greatest possible ex- 
posure, to plan tomorrow’s work today. 
That means our being in the office late 
in the afternoon and taking an interest 
in the agents and what they did today. 
Set up your own time control book as 
well as one for the agents. If you can’t 
get to the office early in the morning, 
then telephone.” 

Leadership is not acquired in a day, 
week or month. He advised taking in- 
terest in the agents’ personal life. Such 
evidence of interest is appreciated. Man- 
agers should congratulate the agent who 











Rating of New Agents Told 





Guardian Life Finds Better Agents Pro- 
duce Business in First Three 
Months Under Contract 





DETROIT, Nov. 14.—The use of per- 
sonal rating charts to aid in the scien- 
tific selection of agents was discussed by 
F. B. Weidenborner Jr., of New York, 
superintendent of agencies of the Guard- 
ian Life, before the Associated Life Gen- 
eral Agents & Managers at the No- 
vember meeting. 

He explained the rating chart used by 
the Guardian and gave the results of 
684 personal ratings of new agents taken 
on by the company in the past two 
years. General agents were permitted 
to put on men who did not receive the 
passing grade of 16 if they explained 
their reasons for so doing, but results 
showed that this procedure was gener- 
ally impractical and unprofitable. 

Of the 684 men who took the tests 
and were added to agencies of the com- 


| pany, 71 percent made a passing grade 


on the charts and 29 percent did not 
pass. The upper class produced 84 per- 
cent of the total business turned in by 
these men in two years while the lower 
class produced but 16 percent. Of the 
upper class, 74 percent of the men pro- 
duced some business and of the lower 
class only 55 percent produced any busi- 
ness at all. : 

The upper class averaged $22,000 per 
year, the lower class $10,000. Of the 
upper class, 58 percent dropped out by 
the end of 12 months; of the lower class, 
71 percent went out of the business; 75 
percent of the upper class finished their 
training course; only 25 percent of the 
lower class finished. Of the upper class, 
7 percent averaged over $100 earnings 
per month; of the lower class, less than 
2 percent. 

The best method of obtaining new 
agents is through personal contact by 
the general agent or supervisor; the 








gets an application or does something 
well. A pat on the back or shake of the 


hand often works wonders in develop- 
ing an agent’s potentialities. 











@ ALES IDEA 


OF THE WEEK 





GET PERSONALITY IN SELLING 


Scoring the educational system for 
allowing so many people to go through 
life making with their bodies, faces, and 
voices, an impression so contrary to 
their real intentions, and abilities, Hu- 
bert Greaves of Yale spoke to the Kan- 
sas City Life Underwriters Association 
of Kansas City and the Salesmanagers 
Association of Kansas City on “Person- 
ality in Selling.” 

Besides the language of word and 
tone, there is the more simple, direct 
and understandable language of panto- 
mime, of action, of the body. This 
always is in use by everyone, whether 
or not they are conscious of it, and with 
it everyone is constantly making some 
sort of impression on other people. 


Language of Pantomime 


A salesman, or anyone else, may not 
intend to convey to his audience the im- 
pression that is actually conveyed by 
this language of pantomime, but very fre- 
quently that is the only language the 
audience hears and forms the only basis 
on which he can judge the salesman. 

Throughout Prof. Greaves’ years of 
teaching, he has been impressed with the 
great number of people who create an 
effect entirely: contrary to their true 
character and intention. He pointed to 
so many expressionless faces, to faces 
that said one thing when their owners 
meant another. 

He urged his audience “to find out 
what you look like. Some of you will 
change and it is possible to change. 
Other people have to look at your faces 
from 12 to 20 hours a day, why don’t 
you? The best way to check what your 
face tells an audience is with a friend, 
for the mirror is not to be trusted.” 

Of the language of tone in the voice 
the same things might be said, Prof. 
Greaves explained. Here it is not so 
much what as how a thing is said. There 
are innumerable ways of uttering the 
words, “How do you do?” for instance. 








second best through personal contact by 
the agents. All other methods run much 
lower, he declared. He advocated per- 
sonal production by general agents in 
small agencies and stated that he is not 
in favor of too elaborate a training 
course, favoring the teaching of the fun- 
damentals thoroughly, however. Trained 
men produce about double the volume 
turned in by untrained men, he asserted. 
No agent should ever be hired if the 
general agent is not willing to finance 
him, he said, adding that he did not mean 
to infer that every agent ought to be 
financed, however. He recommended 
supplying $100 per month for the first 
three months, to be secured by a pledge 
of one-half the first year’s commissions, 
then a reduction to $50 a month on. the 
fourth month. If the agent is not in 
production by the end of three months 
he should be eliminated. Of the 684 
men, 58 percent produced during their 
first three months and these men turned 
in 94 percent of the entire volume of the 
684 in the two-year period, leaving but 
6 percent of the volume produced by the 
42 percent who did not produce in the 
first three months. Those who produced 
in the initial period averaged $30,000 
their first year, of which 45 percent ter- 
minated within 12 months. The non- 
producers during the first three months 
averaged but $2,000 for their first year, 
of which 87 percent terminated within a 
year. 
Mr. Weidenborner predicted that a 
salary contract for agents will be the 
universal rule eventually. 
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Staff Cooperation 
Under Discussion 


(CONTINUED FROM PAGE 2) 


of the Prudential said that the “sixth 
sense” sometimes ascribed to under- 
writers seems more likely to be due to 
the following qualities: 

1. His ever-present realization of the 
primary importance of there being a 
real justification for the insurance ap- 
plied for; ~ 

2. An appreciation of the importance 
of any unusual element that may exist 
in the case, even though such element 
may appear on the surface to be a 
trivial one; 

3. His summing*up faculty—that is, 
his ability to view the case in its en- 
tirety; 

Must Renew Impressions 


4. A practice of continually checking 
his impressions with a thorough review 
of all claims that are other than routine 
in any respect. Citing a number of cases 
illustrating these points, Mr. Howell 
suggested that the underwriter should 
continually renew his education through 
the process of checking his first impres- 
sions against a review of questionable 
claims and of all rejections involving un- 
usual elements or educational features. 

Counsel C. H. Vorrhis, Connecticut 
General, commented on the need for 
educating home office selection depart- 
ments to a better understanding of the 
broader sales fields embraced by modern 
selling methods; also the need for agents 
to get a better understanding of the 
problems of those selecting the risks at 
the home office. 

Assistant Actuary J. E. Hoskins, 
Travelers, discussing aviation, said that 
while in theory an extra premium should 
be charged applicants who make fre- 
quent use of airlines, yet it is feasible 
for companies to accept them at stand- 
ard rates, treating air travel as an ac- 
cepted means of business transportation 
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and spreading over the entire business 
the small theoretical loss involved. He 
suggested that in rating classes where 
the amount of flying varies widely be- 
tween individuals, such as amateur 
pilots, and executives flying as pas- 
sengers in company-owned airplanes, 
those actively flying should be encour- 
aged to purchase full coverage at the 
appropriate rating, confining the use of 
the aviation exclusion rider to applicants 
who have recently ceased flying. 


Debates Change of Plan 


The motives of policyholders apply- 
ing for a change of plan to a cheaper 
form of insurance should be carefully 
weighed by underwriters, as underwrit- 
ing of such cases would be easier and 
the results safe if it could be definitely 
established whether the adjustment is 
necessitated by financial circumstances 
or because of physical condition, said 
G. G. Daly, secretary, medical depart- 
ment Canada Life. 

At the occupational group meeting, 
Dr. A. H. Faber, New York Life, said 
the x-ray specialist who thoroughly un- 
derstands x-ray dosage and _ various 
means of protection is a better risk than 
the general physician who may be 
“dabbling” in the use of the x-ray. He 
recommended a careful and thorough 
inspection report on all cases involving 
x-ray workers. 


Takes Up Sports Question 


R. J. Vane, supervisor Metropolitan, 
said the statistical basis for selection of 
amateurs participating in hazardous and 
semi-hazardous sports appears to be so 
scanty that most underwriting of such 
cases is probably based on impressions 
rather than facts. 

Underwriting Statistician R. F. Ed- 
wards, Prudential, called attention to 
the remarkable improvement in the fatal 
accident record among steam railroad 
employes since the intensive safety cam- 
paign begun by the roads in 1923, fa- 
talities having dropped about one-half 
during the period since that time. 

American _ statistics on mortality 
among race-track personnel are lacking, 
said Chief Underwriter V. D. Manahan, 
Metropolitan, but figures for England 
and Wales show a ratio of actual to ex- 
pected of 193 percent among bookmak- 
ers and their assistants and 128 percent 
among horse-trainers, jockeys and 
stable attendants. 
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Wanted: 


Iowa Supervisor 


Old established mutual midwestern life company 
has attractive opening as supervisor of Iowa agen- 
$26,000,000 in force. 
missions. Write giving detailed experience past 10 
years; enclose snapshot or photograph—inquiries 
confidential pending negotiation. 


Salary, expenses, com- 


Address C-50, 

















Weare seeking the services of a young man between 
30-40 years old, trained in home office procedure for a 
small legal reserve insurance company in New York 
State. Should be well versed in general underwriting and 
home office practices, capable of systematizing office pro- 
cedure. Character, congeniality and experience are the 
three fundamentals we are looking for. Write in strictest 


confidence for personal interview. 


Address C-46, The National Underwriter 
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cies to justify the training expense; in 
what types of business will give a good 
financial return most rapidly; whether 
more is being paid for some kinds of 
business than it is worth and if so 
whether there are good reasons for con- 
tinuing to pay so much. 

The proposed study, he said, would 
involve cooperation with actuaries. The 
way to estimate in financial trends the 
value of new business will require sim- 
plification and explanation in non-tech- 
nical manner. 

The next big question is selection of 
agents. Selecting human beings for 
specific jobs has progressed far in the 
last 20 years, he observed. Some one 
organization should be studying all the 
developments. Among the questions 
that should be answered: Are there any 
facts which will enable selection in ad- 
vance of those men who have a greater 
than average chance of succeeding? Are 
these facts the same for companies of 
different types and the same in differ- 
ent territories? Are any selection meth- 
ods now being used which have given 
constantly good results? Can any new 
methods be devised now which will give 
satisfactory results? Can the bureau 
help in determining the value of the 
commercial schemes for selection now 
available? 

There must be a large amount of 
analysis of experience of many com- 
panies. 

Compensation of Agents 


_ The third big question is compensa- 
tion of agents. Would it be wise to 


pay more for renewals and less the first } 


years? If so, how can the new agents 
be given enough to get started? How 
can the new agent be given an imme- 
diate remuneration to offset the lag be- 
tween the writing of business and the 
securing of his compensation due to a 
large volume of quarterly and semi-an- 
nual premiums? Is there a sound basis 
for paying a salary to agents? Is there 
any practical way of making agents re- 
sponsible for certain blocks of busi- 
ness? 

Then there is the question of com- 
pensation of general agents. Is the 
handling of the expenses soundly pro- 
vided for in present contracts? Are 
the agency heads rewarded financially 
for the things which the company 
wishes to have done? Are the contracts 
for new general agents satisfactory? 

Another big question is advertising. 
What is the objective of direct mail ad- 
vertising, and can the agency be made 
an appropriate part of such campaign? 
What can advertising in national maga- 
zines be expected to accomplish and 
does the accomplishment fit in with tle 
present organization? What has been 
learned by life companies of the value 
of coupon advertising? 


Making Agents Successful 


The sixth question suggested by Mr. 
Dern was “Making Agents Successful.” 
A detailed job analysis is needed. 

“Persistent business” is another big 
question which the executive committee 
desires to have the bureau study. Can 
any systematic plan be devised and fol- 
lowed that will tend to attract persistent 
and repel nonpersistent business? What 
can be done to give agency heads and 
agents a financial interest in seeking and 
securing persistent business? Is_ it 
practical to educate the field in securing 
persistent business by pointing out the 
characteristics of applications that pre- 
dict a tendency toward either low or 
high persistency? Can there be accu- 
racy in underwriting for persistency just 
as there is in underwriting for favor- 
able mortality? Can agents be moti- 
vated toward persistent business by 
having the company publish records by 
agencies and agents, etc.? How can the 
agency department bring to the atten- 
tion of the whole company the need for 
better persistency, even at the expense 
of the diminishing amount of new busi- 
ness? Can the company improve its 





relationship to policyholders by study. 
ing the letters, premium notices which 
go to them, handling of orphan bygj,’ 
ness, personal contact between local 
cashier and policyholders? 





a 
<<, 


AGENCY MEETING NOTES 
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“Putting the Agency Executive in Cop. 
trol of Underwriting” was the printeg 
title of the talk of Jerome Clark, Union 
Central. He said he was surprised ty 
find this “flamboyant” title since the sub. 
ject he had submitted to the bureau wag 
“Cooperation Between the Agency ang 
Underwriting Departments.” 

“It is, perhaps,” he said, “an indica. 
tion of the zeal of the bureau that its 
idea of cooperation between the two de. 
partments is to have the agency depart. 
ment take charge of the underwriting 
department.” 











* * * 


The banquet, scheduled as an informal 
get-together, turned out to be a $2.% 
affair and well worth the price. Nearly 
300 turned out, including many wives, 
About one-half those attending were 
the head table, holding some sort of 
office or other. q 

* * * 

Roger B. Hull, manager National Ag. 
sociation of Life Underwriters, attended’ 
the sessions to take notes for Preside 


L. O. Schriver of Peoria, Il. f 
*x * * 

The program booklet was smart, at-' 
tractive and convenient. It had a ring 
binder. The sheets for the schedules of 
the three days were colored differently, 
The ‘cover was silver. All the convention 
information was included. Ward Phelps 
of the bureau staff gets the credit for 
its preparation. 


To Plan for Conferences 


The executive committee of the Gen- 
eral Agents Association of the North 
western Mutual Life is to meet at the 
home office in Milwaukee Nov. 20-21 to 
make plans for the zone conferences, 
next year. Luther Allen of Atlanta 
chairman. 





A man away from home on busi- 
ness is interested in restful sleep, 
good food, attentive service, a 
facilitation of his business so he ca® 
get home as soon as possible. 


We meet such men on common 
ground, for it has been our privilege” 
for more than two generations to 
provide tired men of affairs with 
cheerful rooms and soft beds; to set 
as excellent a table as the country 
affords; and to attend with courtesy” 
to the slightest wish of every guest. 
All our rooms have private bath, 
shower, and_ circulating ice-water | 
Plenty of singles at $3. ; 


We are most convenient to 
Boston’s insurance district. 


Glenwood J. Sherrard 
President & Managing Director 
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